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Hammermill Safety provides protection 


Give your bank the double benefit 
of"“The Best Known Name in Paper’ 


This customer is getting a new check- 
book filler. It happens many times 
a day in most banks. But for the 
public relations minded banker (and 
today what banker isn’t) there’s some- 
thing very important going on here. 


The checks in this filler are on 
Hammermill Safety paper. And they 
say so, all 25 of them, in the surface 


plus prestige 


mark on the check face. A mark of dis- 
tinction America has respected for 40 
years, it speaks for the prestige of your 
bank, every time your customer writes 
a check. A message he will be reminded 
of 25 times in the next few weeks. 

Checks made from Hammermill 
Safety give you protection against 
alterations, too. That’s the reason you 
buy safety paper in the first place. 
Hammermill Safety’s specially sensi- 


¢ 


tized surface instantly shows up the 
minutest erasure or other alteration. 
Sends out a visual alarm. 


But the important thing to remem- 
ber the next time you place a printing 
order for checks is this: it costs no 
more to get protection plus prestige. 
Order your next checks on smooth- 
writing, non-feathering Hammermill 
Safety. Ask your printer or bank 


lithographer to show you samples. 
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Artist Guild Displays 


Sirs: Each year the Asheville, North 
Carolina, Artist Guild displays paintings 
by local artists in the main lobby of our 
bank. The showing is considered one of 








the leading exhibits in the Western North 
Carolina area and has become very 
popular with bank customers and the 
general public. 

Awards are made to first and second 
place winners in both oils and water- 
colors. This year, Mrs. Harold Stonier, 
wife of the retired executive director of 
the American Bankers Association and 
a member of the guild, won first place 
award in the watercolor division. Mrs. 
Stonier and her winning entry, a still- 
life abstract, are shown in the enclosed 
photograph. 

AveRY H. FONDA, Vice-President, 

First National Bank and- Trust Co., 

Asheville, North Carolina 
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*‘Washington View point”’ 


Sirs: I want to comment favorably 
on the reporting by John Donoghue of 
my testimony before the House Agri- 
cultural Committee in the Washington 
section of your June issue. My testimony, 
for the American Bankers Association, 
was on pending legislation covering the 


proposed recapitalization of the Banks 
for Co-operatives in the Farm Credit 
System. I want to say that Mr. Donoghue 
provided a most excellent and concise 
analysis of the testimony submitted. 

R. N. DOWNIE, President, 

The Fidelity State Bank, 

Garden City, Kansas 


a e * 


Automation 


Sirs: On behalf of our association as 
well as our Commercial Operations Com- 
mission, I want to say thank you for the 
article on “A Look at Automation in 
Check Handling” in your June issue. It 
is a very interesting article on a very 
timely subject. 

HARRY E. MERTz, Asst. Exec. Secy., 

The National Association of 

Bank Auditors and Comptrollers, 

Chicago 3, Illinois 
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Times Square Branch 


Sirs: We thought you might be inter- 
ested in the enclosed brochure, “A New 
Dimension in Banking,” which depicts 
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DIMENSION 








our new branch location at Broadway 
and 40th Street, Manhattan. 

Until recently, this was the site of 
the famous Empire Theatre. As you will 
see from the brochure, the branch is rich 


A new branch for New York’s fabulous Times Square 
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in historical tradition, having served the 
theatrical and textile districts for nearly 
half a century. Among the stage greats 
who have done business there are David 
Belasco, Maude Adams, Lillian Russell, 
F orenz Zeigfeld and John Barrymore. 
Will Rogers, on the eve of his 1935 
flight that was to end in tragedy, came 
into the branch to cash a check and 
while waiting in line joined voices with 
three other men—Al Jolson, Eddie 
Cantor, and Ed Wynn—in what must 
have been the most notable quartette in 
banking history. Walter Brotherton, 
vice-president in charge of the branch, 
has for 23 years been a banker in the 
neighborhood. He has sung duets with 
DeLuca and unscrambled Anna Held’s 
checkbook. 
GRANVILLE S. CARREL, Vice-President, 
The First National City of New York, 
New York 15, New York 
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YWour American bank abproac... 


Wherever you go—wherever you or your customers do 
business— you'll find Bank of America’s global credit, col- 
lection, and payment facilities there to assist you. With 
overseas branches, traveling representatives, and correspon- 
dent connections in every part of the world, there’s no job 
too small, too large, or too involved for us to tackle. For 
information, wire or write Bank of America, 300 Mont- 
gomery Street, San Francisco, or 660 South Spring Street, 
Los Angeles. Attention: International Banking Department. 


Bank of America 
NATIONAL 2881/82 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


BANK OF AMERICA (INTERNATIONAL), New York 
a wholly owned subsidiary 
OVERSEAS BRANCHES: London « Manila * Tokyo * Yokohama * Kobe * Osaka * Bangkok » Guam « Duesseldorf * Singapere 
REPRESENTATIVES: New York * Mexico City « Milan * Paris * Zurich * New Delhi « Havana 
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TRENDS IX FINANCE 








Financing the Atom 

Financing institutions as well as in- 
dividual investors are said by some 
observers to be generally unprepared for 
the onrush of the atomic age. 

One exception appears to be the Atlas 


Corporation; this investment trust al- 
ready has 30 per cent of its assets 
directly or indirectly represented in 


atomic development, and President Floyd 
Odlum has expressed a desire to have 
that high percentage substantially in- 
creased. He is convinced that atomic 
energy activities offer the most promising 
opportunities for the big investment con- 
cern. 

Tremendous potential. The potentiali- 
ties seem dazzling for this blossoming 
industry. For example, as one revolu- 
tionary development it is predicted that 
atomic rays may be used to preserve 
food, making canning or freezing un- 
necessary. 

It has been noted, however, that so far 
few banks have retained consultive ex- 
perts in this field, or otherwise taken 
steps to prepare for the financial and 
other demands likely to ensue from the 
atomic age. 

One exception is The Chase Manhattan 
Bank, which has established an Atomic 
Energy Division with Dr. Lawrence R. 
Hafstad as its director (he will join Gen- 
eral Motors later this year, but be avail- 
able to the bank in a consultive ca- 
pacity). He was the first director of the 
Reactor -Development Division of the 
Atomic Energy Commission and _ is 
recognized as one of the nation’s leading 
physicists. In a recent talk. before New 
York State bankers, he sought to pre- 
sent the industrial application of atomic 
energy in its proper perspective, and 
touched upon the financing aspects. A 
pamphlet reprint of his address is offered 
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Top-notch financial showmanship 


as one of the listings in The Booklet 
Counter, page 71. 

Counseling service. Out on the West 
Coast, Bank of America has also laid 
plans to provide research and counseling 
service for its customers, through ar- 
rangements made with the Stanford Re- 
search Institute. 

“Customers who are entering this 
rapidly expanding program need finan- 
cial planning by bank officers well in- 
formed concerning their problems,” says 
S. Clark Beise, Bank of America presi- 
dent. 

Exchange of experience. Presented on 
a continuing basis, information supplied 
by the Institute will include both general 





At Merrill Lynch show, 100,000 see dramatic examples of invested dollars at work in industry 








periodic reviews of recent nuclear de- . 
velopments and specific studies of in- © 
dustries with which the bank has current 
dealings. 

“This close working arrangement be- 
tween the Institute’s scientists and the 
bank’s financial experts should provide 
atomic industries in the West with a new 
and unique type of helpful information,” 
concludes Mr. Beise. 
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How To Invest Show 


Wall Street and Main Street were 
linked together with noteworthy success 
last month through the How to Invest 
Show staged by Merrill Lynch, Pierce, 
Fenner & Beane in a New York City 
armory. The total attendance exceeding 
100,000 proved that the general public 
is interested in financial matters pro- 
vided they are presented with a little 
showmanship. 

Industrial displays. The show portrayed 
the dramatic story of dollars at work. 
Bight of the nation’s leading industrial 
organizations cooperated with exhibits 
comprising a “world’s fair” of progress, 
depicting some of the exciting new uses 
being made of investment dollars—self- 
answering telephones that also take mes- 
sages, a battery powered by rays of thr 
sun, man-made diamonds, and a host of 
other items in the production wonderland 
of today and tomorrow. 

Supplementing these industrial ex- 
hibits, Merrill Lynch presented the in- 
vestment story in ten displays answering 
basic questions: what common stocks are, 
who owns them, how they are bought and 
sold, what benefits they have returned to 
investors. An animated puppet scene de- 
picted trading on the New York Stock 
Exchange. A huge diorama dramatized 
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DO SPLIT FED 
DISTRICTS 
GIVE You 
HEADACHES ? 


There’s an easy solution in 
ARIZONA . . . open an account 
with us and send us ALL your 
Arizona items. 
Direct sendings to every Arizona 
bank every day! 





VALLEY 


36 orrices NATIONAL 


Home Office: PHOENIX BANK 


Longest Bawke inthe Rocky Mowictain Statn 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 












America’s economic growth by 50-year 
intervals since 1800. 

Big achievement. The How to Invest 
Show represents the fulfillment of a life- 
time ambition for Charles E. Merrill, 
founder and directing partner of the 
Merrill Lynch organization, who has con- 
sistently promoted the idea of broader 
public participation in Amercan business 
through dispelling the needless mystery 
surrounding methods of investment. 
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Credit Aspects of the 
Durable Goods Boom 


The great bulge in consumer install- 
ment credit during the early months of 
1955 was mainly caused by a greater 
volume of “big-ticket” sales of durable 
goods. Consumer cash installment loans 
































Close sales-credit parallel 


also went up but there is more than a 
faint suspicion that this increase was 
also related to the higher level of sales. 
The close parallel of durable goods sales 
and of consumer installment credit ex- 
tended for such purposes is shown above. 

Proportion unchanged. One other im- 











portant factor is also evident and can 
be read from this chart: the proportion 
of durable goods sales on credit. has not 
materially increased. In other words the 
boom in durable goods sales has been a 
cash boom as well as a credit boom. Un- 
fortunately the two series shown in this 
chart are not exactly comparable. The 
figures for durable goods sales are taken 
from the United States Department of 
Commerce income estimates. The figures 
for installment credit extended in the 
sale of durable goods are taken from 
Federal Reserve estimates. Without sta- 
tistics of downpayment trends and with 
the definitions of “durable goods” ap- 
parently not comparable, the levels of the 
comparative ratios are not exactly pre- 
cise. But the two series can be presumed 
to give a good relative measure of the 
importance of credit extension in the 
sale of durable goods. 

As the lower half of the chart shows, 
the proportion of durable goods sales on 
credit jumped to a peak back in 1952 
when the regulation of consumer credit 
was removed. Thereafter there has been 
no material change in the level of this 
ratio. Furthermore the present level of 
credit extended to sales is not very much 
higher than the level in the two prewar 
years of 1940 and 1941. 

Longer maturities. Since consumer in- 
stallment credit outstanding has shown 
some tendency to rise faster than the 
credit extended, the apparent explanation 
of the boom in consumer installment 
credit is the lengthening of maturities on 
such sales as are made on credit. And 
this suspicion, emerging from _ the 
statistics, seems to be amply justified by 
trade reports. When credit is used in the 
clinching of durable goods sales, the terms 
are increasingly competitive. Downpay- 
ment rules have been relaxed. In many 
cases the maturity of loans has been 
lengthened. 

Collection problems ahead? In the past 
an increase in the proportion of durable 
sales on credit has not, by itself, led to 
collection problems. But relaxation of the 
maturity and downpayment terms have 
often been the prelude to increased col- 
lection difficulties. At present there 
seems to be no evidence of greater diffi- 
culties. But a few straws in the wind are 
worth observation. 


Depreciation curve vs. borrower’s diminishing time balance 
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LENDER EXPOSURE IN AUTOMOBILE FINANCING 
Charts Prepared by American Bankers Association 
Show Hazard Involved in Lengthening Terms 
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Some concrete facts about cement 


Banks play an important part 
in America’s cement indus- 
try. Here’s how 


Even though it’s been through ap- 
proximately 80 manufacturing proc- 
esses and met some of the toughest 
specifications in U. S. industry, the 
cement being smoothed over above 
costs less than a penny a pound at 
the mill! 


Concrete Money 
American cement making became an 


established industry in the late 1800s. 
As the industry grew, banks helped 


supply the money necessary to build 
America’s new Stone Age. To this day 
the bankers help finance the quarry- 
ing of lime and procuring of many 
other raw materials required for 
cement manufacture. They supply 
funds for plant expansion and prod- 
uct development. On the retail side, 
bank loans frequently help hardware 
and building supply men. . . making 
it easy for you to buy cement by the 
sackful or carload. 


Who Profits P 


All of these loans add up to more 
than multimillion-dollar help to a 
vital industry. They illustrate clearly 


that a competitive banking system, 
free to put money to work wherever 
and whenever opportunity for profit 
exists, is the most potent ally private 
enterprise can have. 

This is so because men and women 
work wherever money works, and the 
fruits of their labor are a wider choice 
of fine products for all to enjoy. 

The Chase Manhattan Bank, a 
leader in loans to American industry, 
is proud of banking’s contribution to 
the progress of our country. 


The Chase Manhattan Bank 


HEAD OFFICE: 18 Pine Street, New York 15 


(Member Federal Deposit Insurance Corporation) 









American Credit Insurance 
AND | 


The Case of the 
Concentrated Risk 


HIS is an example of the ability of American Credit Insurance to 
handle even the isolated instance of exceptional risk. It illustrates a 
principle which applies whether your own business is large or small. 


The policyholder, a manufacturer of small electrical appliances and 
components already insured under a general coverage policy, was asked by 
another manufacturer to furnish the chief component of a well-known brand 
name appliance. The opportunity was unusually tempting, since demand 
would be continuous, the profit offered was good, and sales expense was 
negligible. 


Nevertheless, the policyholder hesitated. Could he risk so many of his 
eggs in the one basket? Could he afford to tie up so much of his working 
capital as would be involved if the account receivable became an item past 
due? Previous relations between the two concerns had always been of the 
best. And yet... 


The policyholder’s Credit Manager recommended consultation with 
American Credit. After study and discussion, it was decided that increased 
coverage or extraordinary coverage, as riders to the existing policy, would 
not meet the situation. What then? A separate single risk policy was issued, 
granting coverage on this one account up to a total of 150 thousand-dollars, 
with a deductible of only fifteen thousand. 


Within the year, the Credit Executive’s worst fears were realized. The 
buyer of the components was unable to move a sufficient quantity of his 
finished product, through being caught in production difficulties at a sea- 
sonal peak. The account was filed as a past-due item, aggregating more than 
120 thousand dollars. The policyholder received a loss payment of somewhat 
more than 105 thousand dollars. Thus, most of the eggs in the basket that 
proved unsound were not even cracked, and the policyholder continued 
business without even temporary loss of working capital. 


Whether your business is faced with many risks or only one concen- 
trated risk, you will find new assurance in knowing that your accounts 
receivable have the same degree of insurance protection as your machinery, 
your buildings, and your product. For your copy of a new booklet: ‘Credit 
Insurance, Its History and Functions,” write Department 49, First National 
Bank Building, Baltimore 2, Md. 


American Credit 
Indemnity Company 


of New York 












Public utilities have traditionally had 
relatively modest collection problems. 
Their services are so vital that except 
for “skips” they can collect their bills. 
But the credit departments of public 
utilities have recently been reporting 
greater collection difficulties even though 
we have been enjoying a period of rising 
employment and higher incomes. And 
those accounts that have included pay- 
ments for the installment sale of ap- 
pliances have presented special problems. 
The collection picture has some spotty 
aspects. 

The period is one of transition. It is a 
fair guess that by fall the situation will 
be much clearer: collections will have 
improved or. the problem will have 
become more evident and widespread. 
Which ...? 


e 


While favorable economic conditions 
have minimized difficulties with auto 
loans, the Instalment Credit Commission 
of the American Bankers Association 
warns that the stretching of terms—and 
other practices such as packing, discount- 
ing and overtrading—have reduced the 
equity positions of borrowers and in- 
creased lender exposures to potential 
losses. 

An illustration on page 4 shows two 
charts prepared by the Commission, 
in an attempt to portray the comparative 
hazards to which a lending institution is 
exposed when financing a new model 
automobile under varying terms. 

Standard depreciation. The deprecia- 
tion factors used are: 20 per cent of the 
selling price of the car upon delivery 
from the showroom, an aggregate of 38 
per cent the first year, 15 per cent the 
second year, and 10 per cent the third 
year. These are the percentages used by 
the National Automobile Dealers Asso- 
ciation. Also plotted is the diminishing 
time balance owed by the borrower. 

As can be seen from the two charts, the 
point of intersection of the depreciation 
and time balance lines indicates the end 
of the exposure period, and the contract 
can then be considered safe since the 
value of the automobile after deprecia- 
tion is at least equal to the balance owed. 

It will be noted that the exposure 
period extends for 14% months on a 
36-month loan with 25 per cent down, and 
is only 4% months for a loan with a 24- 
month maturity. 

Problem intensified. These computa- 
tions are based on a bona-fide selling 
price and a real equity. With inflated 
selling prices due to over-allowances, 
prevalent in many areas, the period of 


| exposure could very definitely be longer. 


“Too much emphasis cannot be placed on 
the dangers of overexposure where these 
circumstances exist,” the A.B.A. asserts. 
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The Building Boom 
in Perspective 

The sharp rise in home building has 
been much in the news, and has given 
rise to a host of pro and con opinions as 
to the industry’s future outlook. 
The more pessimistic stress the current 
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THE BUILDING INDUSTRY 


THE BUILDING BOOM: HOW LONG? 





SPECIAL REPORT PREPARED BY THE RESEARCH 
SECTION OF THE INVESTMENT DEPARTMENT * ii 


FIDELITY-PHILADELPHIA 


TRUST COMPANY 





BROAD AND WALNUT STREETS PHILADELPHIA 9, PA. 





Conflicting viewpoints weighed 


rate of “overbuilding,” citing the gap be- 
tween housing starts and family forma- 
tions as denoted in the accompanying 
chart reproduced below. 

Others claim that we are actually 
“underbuilding,” taking into considera- 
tion all the need and demand factors. 

Objective study. In an attempt to pic- 
ture the situation in its true perspective, 
the research section of the investment de- 
partmént, Fidelity-Philadelphia Trust 
Company, has compiled an objective re- 
port on “The Building Boom: How 
Long?” 

The report acknowledges that if the 
backlog of housing demand from the 
underbuilding of the 1940’s has not yet 
been worked off it soon will be, for we 
are currently building two homes for 
every new family. However, there are 
other demand factors, such as_ obso- 
lescence and the growing dissatisfaction 
with substandard housing. 

“The combination of all these factors 
in basic demand for housing points to a 
potential market of between 1 and 1.2 
million units a year over the next few 
years,” the bank states. However, it adds 
that the translation of this latent into 
actual housing demand depends on sus- 
tained high income and easy mortgage 
terms. 

Discussion of terms. On this matter of 
terms, the report says that much is 
rightly made of the low (or no) equity in 
the typical government-backed mortgage. 


One factor in demand outlook 
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It notes, however, that in the late 1920’s 
the use of second and even third mort- 
gages was so widespread that in many 
cases the owner’s real equity was vir- 
tually non-existent. 

The report also contends that the rapid 
rise in the total mortgage debt outstand- 
ing has obscured the real problem: the 
carrying charges involved. While there 
are no official statistics on this, it is be- 
lieved likely that the proportionate rise 
in carrying charges has been less than 
the increase in total mortgage debt, due 
to greater use of the government-backed 
mortgage with its longer payout period. 
In summary, the report concludes that 
present carrying charges are not gen- 
erally burdensome. 

Demand analyzed. It further states 


that we are not now overbuilt. While the 
present rate of building is too high, the 
excess is less than would appear from 
estimates looking principally to family 
formation and obsolescence. 

“In our judgment,” the bank adds, 
“this excess is running about 200,000- 
300,000 out of the current 1,400,000 a 
year rate. We think the basic demand for 
housing considerably greater than that 
indicated by simple rules of thumb such 
as family formation. Effective demand— 
today’s housing ‘boom’—rests on high 
personal income and very liberal mort- 
gage terms. No marked decline in per- 
sonal income is in sight but a gradual 
and moderate stiffening of mortgage 
terms seems likely. This latter trend is 
expected to be the result more of increas- 
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The Jax-SKempt- 
ond Market "at- 


Mid-Year 1955 
Wl stvuecsanieal 


may investors expect in today’s market for state, 
municipal and other tax-exempt bonds? What de- 
velopments are affecting it? What about supply 
and demand, prices, trends, outlook? 

These and other factors bearing on the market 
are discussed and timely information is presented 
in our new 1955 Mid-Year Survey of the Tax- 
Exempt Bond Market, which is available to you 
without cost or obligation. You will find it helpful 
in appraising the tax-exempt yield, safety and 
other qualities of these bonds in relation to your 
own investment requirements. 

Send tor Mid-Year Survey and accompanying tax chart 


which shows the income required from taxable securities - 
to equal the yield from tax-exempt bonds. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK 5 
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BOLE IPD 7 <t National City 
THE 


Transit Service 


One of the big advantages a First National City correspondent enjoys 
is ’round-the-clock transit service—a service that cuts float time to a 
minimum and ensures maximum use of available funds. 


Every day, 24 hours a day, First National City’s transit department 
specialists work at top speed to serve correspondents. Our method of 
handling correspondent problems is to use airmail, special delivery 
and other methods of making the transit process work as fast as 
possible. 


We'd like to tell you more about how this fast and efficient transit 
service can help you. Why not call on us today? 





OUTGOING 
items are speeded 
by direct sendings 
and a unique 
’round-the-clock 
‘“‘depot delivery 
service’’—two real 
First National City 
“‘plus factors” that 
assure faster pres- 
entation of checks. 











NEW DELIVERY SERVICE for airmail and 


air express shipments from correspondents 
speeds check collections. Through the co- 
operation of New York Clearing House and 
Postal Transportation Service, First National 
City cuts a day or more from float time. 


The wired 
. ww CO. eS Oe Oo MD ae 3 re 
of New York 


Head Office: 55 Wall Street, New York 
73 Branches in Greater New York 





59 Branches Overseas 









Around-the-clock Transit Service « Collections e« Credit Information 
Bond Portfolio Analysis « Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds « Participation in Local Loans 
Personalized Service « World-Wide Banking Facilities 
Complete Metropolitan New York Branch Coverage 


First in World Wide Banking 


Member Federal Deposit Insurance Corporation 








ing selectivity on the part of the big 
lenders and less of government action. 
We believe the merits of the governme:t- 
backed mortgage outweigh its faults. 

In their final word, apparently ad- 
dressed to the bank’s management, the 
authors of the report, John M. Miner and 
Bernard J. Taylor, make this statement: 
“Certainly, we should be more than ever 
selective in our own approach to building 
matters. However, to emphasize selectiv- 
ity is to sound a note of caution; it is not 
at all to suggest that we view with a 
jaundiced eye.” 
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British Banks and the 
Risk Capital Problem 


It is rarely that the conservatism of 
the British banking world gets a real 
jolt, but that is what has happened fol- 
lowing the presidential address of Sir 
George Erskine, a managing director of 
Morgan, Grenfell and Company, mer- 
chant bankers and British affiliates of 
J. P. Morgan and Co. Incorporated of 
New York, to the Institute of Bankers 
in London. 

Sir George feels, as do many others, 
that Britain is on the threshold of a 
second industrial revolution, mainly 
founded on atomic energy and elec- 
tronics. He-also thinks that the sources 
of risk capital which made the first in- 
dustrial revolution possible are not avail- 
able today. The rich investors of a cen- 
tury or more ago, who could and did 
take risks, have been wiped out by con- 
fiscatory taxation, and the institutional 
investors of today, like insurance com- 
panies and investments trusts, are wary 
of risking money in equity capital which 
may be lost. 

New methods needed. Sir 
takes the view that there is 
to be an increasing shortage of 
risk capital and that new methods 
must be devised to meet the situation. He 
thinks that the traditions of British 
banking are still based on a variety of 
historical circumstances which no longer 
exist. Why, he asks, should not the 
funds of the Post Office Savings Bank 
be invested in industrial bonds and pre- 
ferred shares instead of Government 
bonds? And why should not the big 
British banks alter their lending poli- 
cies to deal with the “emerging shortage” 
on a sufficient scale? 

Sir George, who speaks from the point 
of view of a merchant banker rather 


George 
going 


| than a deposit banker, suggested various 





ways in which British banks could 
broaden their lending policies, one of 
which was the issue of short or medium- 
term bonds, as is done by the Swiss 


| banks, to be matched by time deposits 


for a similar period. 

Even equities. He continued: “The 
banks might be prepared to widen 
their own investment policy so as 
to take up, in order to hold, new 
issues of industrial bonds and pre- 
ferred shares—perhaps even of equities. 

“At the present level of deposits, £65m. 
invested in this way would represent 
only 1 per cent of deposits. Even as- 
suming no further growth of deposits, 
the banks might invest in industry a 
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SIR GEORGE ERSKINE 


Suggests broader loan policies 


net sum of, say, £30m. each year for 20 
years and still have less than 10 per cent 
of their assets in this form.” 

He also asked why the banks should not 
engage in installment financing for in- 
dustrial plant. As a matter of fact, the 
Commercial Bank of Scotland has re- 
cently done this, while the United Do- 
minions Trust, Ltd., which is a commer- 
cial bank, has done it for many years. 


Other viewpoints. It almost goes 
without saying that Sir George 
Erskine’s views, which are _ directed 


to the future, did not get much im- 
mediate approval from his brother bank- 
ers. W. G. Edington, chief general man- 
ager of the Midland Bank, described Sir 
George’s suggestions as “highly contro- 
versial,’” and maintained that the prob- 
lem of capital investment was essentially 
one of physical resources. In its simplest 
form, he said, it devolves upon the differ- 
ence between national production and 
national consumption, which sets the real 
savings of the country. 

Other bankers point out that Sir 
George brings forward his suggestions at 
a time when the Government is seeking 
to keep down bank loans rather than to 


encourage the direction of bank resources | 
Another | 


into industrial developments. 
difficulty in British banking today is that 
the banks are almost compelled to in- 
crease their loans to the nationalized 
industries until such times as these in- 
dustries are able to appeal to the capital 
market. 

Finally, there is the fact that ever 
since the Bank Rate was raised to 4% 
per cent the banks have had to sell many 
millions of their gilt-edged securities in 
order to accommodate the minimum needs 
of their customers and still keep to the 
traditional liquidity ratio of 30 per cent. 

Loan ratio down. Sir George will 
have the younger’ generation of 
British industrialists, who envisage 
the economic’ rebirth of § Britain 
through new industries, with him. He 
was also on attractive ground when he 
pointed out to his fellow-bankers that 
today their loans to industrial and com- 
mercial borrowers represent barely one- 
third of their assets, whereas the pro- 
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You perform a service to your own bank too, for selling NCB Travelers 
Checks means extra profits for you because you keep the entire selling 
commission—%4 of 1%. NCB Travelers Checks, famous for over half a 
century, are known throughout the world. 


WHETHER travelers go by 
boat, plane, bus or car, 
they find NCB Travelers 
Checks are indeed “Great 
for Going Places”. In 
handy denominations of 
$10, $20, $50 and $100, they 
cost only 75¢ per $100 and 
are good until used. 


CONTINUOUS NATIONAL and international 
advertising in trade and consumer publications 
keeps the public aware of the many advantages 
of NCB Travelers Checks. To enable you to tie in 
with this advertising, write for our ready-to-use 
merchandising kit. 
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portion was nearly two-thirds before the 
First World War. 

Perhaps a fair summary of Sir 
George’s suggestions, which from the 
British bankers’ point of view were 
fairly startling, was the conclusion of the 
Financial Times: 

“Clearly Sir George Erskine has es- 
tablished that there is a need for the 
City to examine the ability of the exist- 
ing capital market facilities to meet the 
calls likely to be made on them. He has 
not, however, demonstrated that they are 
inadequate, still less has he demonstrated 
that the banks are appropriate institu- 
tions to supplement the flow of funds, 
and the bankers themselves will no doubt 
resist his suggestion. In the long run, if 
long-term investment on the basis of 
credit creation—that is, through infla- 
tion—is ruled out, the problem is not 
of what type of institution should actu- 
ally channel funds to industry. It is one 
of increasing the total of real savings, 
which is a problem about which the banks 
can do relatively little.” 
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New Electronic “‘Reader’’ 
for Banking. Business 


Demonstrated at The First National 
City Bank of New York last month was 
the prototype of a new electronic device 
which “reads” travelers checks at the 
rate of 7,200 an hour and automatically 
punches the information onto cards. 





Described as the first workable bank 
equipment to “read” directly from a 
source document without the need of 
human intervention or an intermediate 
coding operation, the new machine de- 
signed by Burroughs Corporation has 
many other potential applications for 
banking and business. 

Some uses foreseen. Ray R. Eppert, 
the corporation’s executive vice-presi- 
dent, has pointed out that since char- 
acters can be read on a travelers 
check through the electronic device, they 
obviously can be read on other kinds of 
documents. Similar equipment, it is 
stated, could be adapted for the auto- 
matic processing of bonds and securities, 
withholding tax statements, personal 
loans, production control documents, and 
others. It is also said to be feasible to 
transfer such source document informa- 
tion automatically onto magnetic tape 
for computer purposes. 

The equipment being field tested at 
First National City Bank consists of a 
cable-connected reader and punch, each 
unit approximately the size of an office 
desk. In the view above, the reader is 
shown at the left, the card punching 
unit at the right. By means of electronics 
and a special photo-electric process, the 
equipment scans the printed numbers on 
travelers checks identifying denomina- 
tions and serial numbers, and automati- 
cally punches cards to correspond. The 
punched cards are used to operate other 
equipment which carries out the neces- 
sary accounting operations. 
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CANADIAN INDUSTRIAL 


Businessmen who are interested in establishing or expanding 
Canadian industrial facilities might find it worthwhile to consult 
with the Industrial Development Bank, a wholly owned subsidiary 
of the Bank of Canada. |.D.B. has wide experience in Canadian 
industrial problems and specialized knowledge of business prac- 
tices, markets and many other factors affecting the success of a 
Canadian venture. Should term financing be required for a 
plant and equipment of a type not available through regular 
commercial channels on reasonable terms and conditions, |.D.B. 
may be able to suggest a practical answer. If you would like 
more information we suggest you communicate with: 


INDUSTRIAL DEVELOPMENT BANK 


Office of the General Manager 


MONTREAL, CANADA 









































Reads, punches check data 


Eight times faster. Test results 
have been gratifying, according to 
George A. Guerdan, vice-president 
and cashier at First National City, 
who states that the machine does 


the work more than eight times faster 
than previous methods, and has reduced 
the traditional error factor of one per 
cent in key punching to considerably 
less than 1/10 per cent. 
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Benefits of Bank and 
Factor Cooperation 


Banks and firms which do a factoring 
and finance business are finding an in- 
creased field for cooperation in handling 
credit requirements of those bank cus- 
tomers who have reached the limit of 
their credit lines at their banks. The 
factoring-finance companies sometimes 
act as convalescent camps, returning the 
customer to the bank in better financial 
health after 12 to 18 months. 

Volume increasing. The firm of James 
Talcott, Inc., 101-year-old firm that is 
now the largest independent “old line” 
factor in the country and one of 20 large 
factoring firms now in existence, is one 
of the organizations that is finding its 
bank “partnerships” increasing at a 
notable pace. 

In the second quarter of 1954 about 
5 per cent of the Talcott new commercial 
financing accounts were referred to it 
by banks. In the third and fourth quarter 
of that year the percentage rose to 10 
and in the first quarter of this year more 
than 10 per cent came in by the bank 
route. The Talcott organization now has 
$223 million of factoring receivables pur- 
chased from textile manufacturers, dis- 
tributors and jobbers and $224 million 
of processed receivables from other in- 
dustries in its commercial finance di- 
vision. Factoring receivables are bought 
outright without recourse, whereas fi- 
nance receivables are purchased with re- 
course. 

Close to the picture. Commercial 
finance companies usually have vastly 
more credit file information on a na- 
tional basis than does the average bank, 
as well as personnel able to provide 
watch-dog service over processed receiv- 
ables. When a bank calls in the finance 
company the first step is to set up col- 
lateral or tangible assets known to be 
good, along with supervisory service to 
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make sure the credit remains good. 

When called in the finance company is 
able to grant additional credit because it 
can be on a day-to-day basis with each 
account, something almost impossible for 
a bank to achieve. If, for example, the 
account is in the textile line—particularly 
famil ar to factoring companies—the fac- 
toring company will be intimately fa- 
miliar with procedures in that industry, 
with the borrowers’ reputations and 
integrity, and the trend of styles, raw 
materials markets and seasonal outlooks. 
Some advantages. James Talcott, third- 
generation president of the Talcott or- 
ganization, points out the following ad- 
vantages to banks that can be derived 

from finance firm partnerships: 
1. The bank retains an investment in a 
customer who ordinarily would be lost 
















ry PROPERTY JNSURANCE sé 


my product is property protection- 
and | sell the best! 








ts to the bank by limiting loans. 
LO 2. In the case of new accounts, finance x 
it company participation will put on bank | Th 
y; books customers that banks ordinarily | IS 
2g would not accept. 
ar 3. Bank funds can be invested in such | 
1d cases at a rate above portfolio average. d H 
ar 4. Bank funds can be invested on a | a iS 
ly secured basis; in many cases a bank does i 
not have the set up to handle business Tm on insurance ogent— 


secured loans and would have to make Gn Ntepenene iyninesynen: Ute any 

an unsecured loan or none at all. about good merchant, | take pride in what | sell you. 
5. The bank can have a business se- | “Most printed policies look pretty much alike. But that's not 

cured loan without handling the detail 

necessary for such transactions. The de- 

tail is handled by the finance company. 


what | sell. | don't sell policies—I sell protection and services— 
my own and those of the company | represent. Together, 


7 
a friend we provide top-quality protection for the policyholder— 


“9 6. The national scope of the operations the most in value for every insurance dollar. 

ig of the finance firm enable At to appraise Your own Home Insurance ogent or broker is the man 
™~ and watch the credit position of the cus- who can give you the best buy in insurance, on your 
of tomers of the account being handled. of home, your cor, your business. His advice ond profes- 
a Mr. Talcott concedes that a bank could sens! services ore of your command. See him new! 


establish a special department for be- 


os yond-limit loans, conceivably making j ‘HE 
al unnecessary finance firm relationships. ours! 
| But the small volume of business would | e ORGANIZED 1853 

‘ 


make the cost prohibitive, he contends. CSawurence Company 
Example given. Mr. Talcott cites a par- 
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Financing Smali Business-A Case Study of Columbus. Ohio 


By James E. Wert 


Department of Accounting, College of Business Administration 
Lehigh University, Bethlehem, Pennsylvania 





The data for this case study of how 
small business obtains its financing was 
obtained by interviewing 3 business 
promoters of Columbus firms having 
fewer than 50 employees if in manu- 
facturing, or total assets of not over 
$100,000 if non-manufacturing. 





Sources of Capital Utilized by Small Business Corporations 
Established in Columbus, Ohio, During 1953 
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14 were manufacturing and construction 
firms, 6 were wholesaling concerns, and 
13 were retailing and service organiza- 
tions. They had initial long-term capital 
investments of $540,020, $252,500 and 
$249,000 respectively, or a combined total 
of $1,041,520 (for the purposes of this 
study, long-term capital consists of two 
components, equity capital and any 
borrowed capital with a maturity of 
five years or more). 

Three sources. The capital necessary 
to start a new enterprise varies with the 
nature of the business and the scope of 
the operations undertaken. A glance at 
the accompanying table shows there are 
three sources of long-term capital, name- 
ly (1) savings of the promoters, (2) 
credit extensions by other business con- 
cerns, and (3) loans by friends and 
relatives. The first source is by far the 
most common. Five times as much cap- 
ital was obtained from these savings as 
from the combined total of business firms 
and friends and relatives, in the examples 
covered in the study. 

It appears as though it is almost im- 


Amount Cent 








Savings of 











Officers... .. $895,320 86 $491,820 91 $213,500 85 $190,000 76 
Relatives 

and 
Prends .. 2+. 44,700 5 22,200 4 10,000 4 12,000 5 
Business 
Concerns.... 102,000 9 26,000 5 29,000 11 47,000 19 
TOTAL $1,041,520 $540,520 $252,500 $249,000 














Personal capital constituted major share of long-term financing 


possible to form a new business unless 
the promoter advances most of the long- 
term funds. The funds received from 
businesses and from friends or relatives 
are intended merely to supplement those 
of the promoters. In all 33 cases, the 
promoter advanced at least 50 per cent 
of the long-term funds. For all firms 
studied, 86 per cent of the long-term 
capital was contributed by the officers 
of the new firm. 

By type of business. The data in the 
table also would seem to indicate that it 
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is somewhat more difficult to finance a 
small manufacturing firm than a whole- 
saling or a retailing enterprise. This 
may be true because these manufacturing 
concerns find that both short and long- 
term advances are extremely difficult to 
acquire. Bank credit is usually not avail- 
able since goods that is only partially 
completed has rather low resale value. 
Business credit is also scarce, except for 
limited short-term loans granted for the 
normal length of time permitted by 
practices in the specific industry. Thus, 
of necessity, the greatest part of the 
original capital must be contributed by 
the owner or owners. On the other hand, 
a retailer may find that credit from other 
business concerns is frequently available 
on a long-term basis, and this reduces the 
amount which the promoter must raise 
himself. To a slightly lesser extent the 
same situation prevails for the whole- 
saler. 

Bank Credit. The wholesale and retail 
firm is able, as a rule, to obtain short- 
term bank credit. A manufacturing 
concern is faced with a more serious 
problem. The promoter frequently must 


‘| contribute personal capital to take care 


of short-term requirements. This par- 
tially explains why the owners of 
Columbus manufacturing firms paid in 
such a high percentage of the total 
capital raised. 

Term loans from 1 to 5 years are 
difficult to obtain. Very few firms ap- 
parently are able to secure a term loan 
just after commencing operations. How- 
ever, it is extremely hard to measure 
this type of loan. A new firm might 
receive the equivalent of a term loan if 
it can qualify for a short-term one, since 
a renewal is frequently granted at the 
maturity of a short-term note. 

Two adverse factors. Considering the 
large percentage of initial long-term 
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capital contributed by the owners, it 
might be construed that new businesses 
are usually conservatively financed. 
Actually, there are two disconcerting 
factors in the financial plans that counter- 
act much of this apparent conservatism. 
These factors are too much reliance on 
short-term credit, and the over-optimism 
of the typical promoter. 

Unbalanced debt. When the business 
is organized, the promoter must deter- 
mine in advance the amount of capital 
needed to start the business. Ideally, 
plans should be made to obtain this 
capital in such a manner that the long- 
run needs of the firm will be best served. 
However, such is frequently not the case. 
This is explained by the fact that the 
promoters of new retail and wholesale 
firms find short-term credit is granted 
quite liberally. As can be expected, the 
promoter of a firm will tap the sources 
of capital which are readily available. 
Hence, an excess of short-term credit is 
usually found in new business structures, 
with the possible exception of manufac- 
turing firms, where even short-term 
credit is tight. For most firms the con- 
version from short-term to long-term 
sources of capital for much of their long- 
term requirements will become a reality 
only after a period of successful opera- 
tions. 

Over-optimism. Strange to say, it is 
frequently harder to raise additional 
money after the business has _ been 
launched than to interest outside capital 
in a wholly new enterprise. This is be- 
cause the exhaustion of funds before the 
concern is on its feet raises the presump- 
tion that there is something wrong with 
the enterprise or with management. 
Therefore, it would seem imperative that 
the new business be provided with funds 
to care for contingencies, regardless of 
regardless of how optimistic the outlook 
appears. 

Since capital is relatively scarce, these 
contingencies are generally overlooked or 
ignored when the funds are raised for 
the new firm. Among these contingencies, 
the most frequent occurrence (in fact it 
takes place with such regularity so as to 
be hardly contingent) is the presence of 
operating losses for the first year or two. 
Since these losses can generally he 
expected, the typical promoter will find 
that his firm will have to receive a sub- 
sequent inflow of capital in order to fore- 
stall financial difficulties, or even to avoid 
outright failure. Because other sources 
will not be available, these funds, of 
necessity, must be from his own personal 
assets. It would seem then that the 
typical promotion should provide for 
losses for a considerable period of time 
after operations begin. 

In conclusion, the typical new firm is 
primarily dependent on the owners’ 
contributions and on short-term credit. 
This is the result of business expediency, 
since intermediate and long-term credit 
is generally unavailable. If the business 
is to be launched at all, the existing 
available sources have to be utilized 
regardless of possible long-term implica- 
tions. It seems that new businesses 
might have a much better chance of 
survival if they could secure intermediate 
term loans thereby reducing their depend- 
ence on short-term indebtedness. 
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“We got 


the facts we needed 
from the Royal” 


American bankers have found that the 
Royal Bank can help them with their 
Canadian affairs—can help them serve 
customers with information on problems 
ranging from sales representation to 
choice of a factory site. For additional 
information, write to the Business 
Development Dept., at Head Office 

in Montreal. 


Over 800 branches in Canada, 
the West Indies, Central 

and South America, New York, 
London and Paris. 
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Here’s the information you need! 


When you make decisions in commercial lending, 
you want the most current and accurate information 
available. Often it must go beyond what you can 
find in print and from your local sources. 

That’s where the officers of our Commercial De- 
partment can help you. You see, instead of serving 
a geographical area, they serve a certain group of 
industries. They have close, firsthand contact with 


Epwarkp E. Brown, 
James B. Forecan, 
Homer J. Livincston, 


the fields they serve. As a result, their knowledge 
is up-to-date and it’s specific. 

This knowledge is available to you through our 
Division F — the Division that specializes in serving 
our correspondent banks. 

If you’d like to benefit from this or any of our 
correspondent services, contact us today! A man 
from The First will call on you at your convenience. 


Chairman of the Board 
Vice-Chairman 


President 


Water M. Heymann, Executive Vice-President 


Huco A. Anpgerson, Vice-President Gaytorp A. FREEMAN, Jr., Vice-President 


Guy C. Kippoo, Vice-President 





‘ft The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Hersert P. Snyper, Vice-President 
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Program to Halt 
Boom in Bank Hold-Ups 


By the end of this year more than 100 
special conferences will have been held 


throughout the United States in an effort | 


to stem the steady increase of crimes 
against banks, savings-loan associations 
and other financial organizations. The 
meetings are sponsored by the Federal 
Bureau of Investigation and are designed 
to increase efficiency in combatting 
holdups and burglaries. The meetings 
are being attended by representatives of 
the American Bankers Association, the 
Federal Reserve banks, state banking 
associations, banks and other financial 
organizations and local law enforcement 
agencies. 

The rate of crimes against financial 
institutions today is approaching the all- 
time record high of the infamous Dil- 
linger-Floyd-Nelson years of 1932-33. In 
the March issue of its “Law Enforcement 
Bulletin,” The Federal Bureau of In- 
vestigation reported that in 1954 there 
were 438 robberies, burglaries and lar- 
cenies of banks, savings and loan asso- 
ciations, and credit unions—almost five 
times the number in 1944. 

The Insurance and Protective Commit- 
tee of the A.B.A. reported recently that 
in the first half of its current fiscal year 
there had been a total of 153 successful 
robberies and 39 unsuccessful: attacks on 
banks alone, compared with 82 successful 
and 40 foiled attacks in the same period 
a year ago. Bandits and robbers took loot 
aggregating $1,010,110 in the six months 
just ended, against $425,000 last year. 

Trouble strikes anywhere. “We have 
been aware that there has been a steady 
increase in crimes of violence against 
banks every year for the past ten years, 
and we have consistently urged banks to 
make use of equipment and .procedures 
for protection against such attacks,” 
asserts James E. Baum, deputy manager 
of the A.B.A. in charge of its Insurance 
and Protective Committee. “We also 
realize, however, that we have more than 
20,000 banking offices in this country to- 
day, which are staffed by people who 
never had any: experience in a hold-up 
or a burglary. Being human, many of 
these people believe that the trouble 
always strikes elsewhere. 

“As a result,’ Mr. Baum continued, 
“protective measures in many banks have 
been neglected, until the seriousness of 
the present situation demands that pro- 
tection must be taught to bank. people in 
local clinics.” 

In considering the present rash of bank 
robberies, Mr. Baum points out that in 
1932 when there were 631 successful and 
109 unsuccessful bank robberies, the most 
spectacular attacks were made by well 
organized armed gangs. Currently, 105 
of the 140 hold-ups were staged by lone 
bandits, of whom two were women. Of 
the remaining 35 attacks, 22 were by two- 
man teams. Twenty-one of the 105 hold- 


July, 1955 


By six-month periods from 9/1/43 to 2/28/55] 


Be 


—— r= 





Ten years: 5-fold increase 


ups by lone bandits were frustrated, and 
this “points to the urgent need for more 
banks to anticipate such attacks and pre- 
pare their personnel for visits by lone 
bandits.” 

A report by the A.B.A. Insurance and 
Protective Committee, covering the first 
six months of the Association’s fiscal 
year, contains recommendations which 
would protect banks against a substan- 
tial percentage of hold-ups attempted 
by lone bandits. 

Preparedness is keynote. “Bank per- 
sonnel,” the A.B.A. report says, “should 
at no time jeopardize their own lives and 
the lives of others, but preparedness for 
single-handed attacks often eliminates 
the element of shock and the sad plight 
of not knowing what to do. Most of the 
frustrated attacks were defeated largely 
because the tellers approached were pre- 
pared with a thought of what to do if 
possible, and that is to resort to the 
quick safety-drop beneath the counter. 
In many successful attacks, bandits 
showed no guns but merely simulated the 
gun-in-pocket pose or displayed a toy 
pistol to partial view.” 

The report continues by saying that 
shooting it out with armed bandits is not 
the job of bank personnel and is not the 
solution of the bank robbery problem. 
The solution of the problem, however, 
lies in a bank management being and 
staying protection-minded. Protection 
should manifest itself in two-fold resist- 
ance to bank robbery: resistance at the 
bank when the bandits arrive and re- 
sistance by law. enforcement authorities 
from the moment the attack is reported 
to them by alarm or otherwise. Person- 
nel should be cautioned to hold the bank’s 


plan of resistance in tight secrecy. 

Specific steps. Other precautionary 
measures recommended by the A.B.A.’s 
bank protection officers include the fol- 
lowing: 

1. Money should be distributed among 
tellers before the public is admitted. 

2. All surplus cash, including tellers’ 
surplus, should be timelocked to reduce 
to a minimum the amount of money ex- 
posed to hold-up. 

8. Consideration should be given to 
placing decoy money with each teller. 

4. All doors leading from the cus- 
tomers’ area of the lobby into other parts 
of the bank should always be locked. 
These include doors leading behind 
tellers’ cages and rear offices and rooms 
serving only bank personnel. 

5. Extra care should be taken every 
day in opening and closing the bank; 
changing daily routines so that “casers” 
cannot plan a course of attack. 

6. Local police officers should be re- 
quested to make periodic checks of the 
bank, particularly at opening and closing 
times. 

“One of the greatest incentives for 
preparation against robbery is offered by 
insurance underwriters,” concludes the 
A.B.A. report. “Banks which keep them- 
selves free from insured losses receive 
experience rating credits which run as 
high as 40 per cent of their blanket bond 
premiums. Need more be said?” 
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*One-Write’ Loan Forms 
in “*Point-of-Use”’ Wallets 


“Point of use’ specially devised wallets 
containing forms for completing credit 
information and conditional sales con- 
tracts, or home improvement loan ap- 
plications and notes, at the point of sale 
has resulted in considerable savings of 
time and less cost for the time payment 
loan department of the Hartford (Con- 
necticut) Bank and Trust Company. 

Adapting the “one-write” principle 
employed by insurance firms in policy- 
writing procedure, the bank developed its 
“Ready to Write Loan-A-Matic” condi- 
tional sales contract form shown in the 
illustration on page 16. 

All required forms are supplied dealers 
in a compact wallet with plastic cover. 
The wallet contains combination condi- 
tional sales contracts and credit infor- 
mation blanks, together with printed in- 
structions, facsimile entries and monthly 
payment charts to aid the dealer’s sales- 
men in completing these records. The 
wallet is of a size that can be conveniently 
carried in a salésman’s pocket and is 
sufficiently sturdy so that the necessary 
forms can be filled in right on top of the 
appliance selected without marring it. 

The four-part “Loan-A-Matic” form 
set assures the bank of receiving clean 
readable copies, since the carbon is used 
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only once. The set is unusual in that the 
preloaded carbon is designed not only 
to create carbon copies of entries made 
on the front of the form (conditional 
sales contract) but also contains reversed 
carbon to create a carbon copy of the 
entries made on the back of the form 
(credit information). 

The “point of use” property combina- 
tion improvement application and note 
form can be set in the same type of 
wallet used for the conditional sales con- 
tracts, and provides similar advantages. 

“This point-of-use, one-write plan has 
met with great enthusiasm on the part 
of our dealers,” said D. C. Hewett, vice- 
presitent who helped devise the plan, 
“and has been a desirable sales promotion 
tool for us. Surprising as it may seem, 
since these forms are produced on high 
speed automatic equipment, their cost is 
actually less than the amount paid for 
our old form sets.” 
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Executive Training Stressed 
at A.I.B. Convention 


The announcement of a new, intensive 
management succession program was an 
outstanding highlight of the American 
Institute of Banking’s 53rd annual con- 
vention last month in Miami. At the 
meeting the delegates learned from the 
Institute’s national secretary, Robert C. 
Rutherford, that the A.I.B. membership 
stands at the record high of 121,678; 
that there were 65,668 enrolments in the 
Institute’s classes as of last Spring; and 
that the number of chapters has in- 
creased to 278. 

Two-fold program. The A.I.B.’s new 
educational program is designed to aid 
the nation’s banks in training their em- 
ployees through formal textbook work 
for executive positions, Dr. Leroy Lewis, 
national educational director of the In 
stitute announced. He said that the In- 
stitute for many years had had a pro- 
gram of graduate courses designed espe- 
cially for development of bank executives. 
This program, however, he added, will 
be expanded during the next year to in- 
clude courses in supervisory manage- 
ment and public relations. Of the twelve 
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current graduate courses in executive 
development, seven recently have been 
revised and brought up to date by top 
experts in banking, he said. 

Dr. Lewis declared that finding cap- 
able, trained people to fill vacancies at 
the executive level is one of the most 
serious problems facing bank manage- 
ment today. “It has been said,” he added, 
“that banking needs 1,000 new bank 
presidents and 5,000 new bank officers 
every year. The solution of the problem 
of management succession may deter- 
mine the character and direction of our 
business in the years immediately ahead.” 

The announcement concerning the new 
A.I.B. program followed the report by 
William Powers, deputy manager in 
charge of the customer and personnel 
relations department of the American 
Bankers Association, that that associa- 
tion was now working on its second pro- 
gram to aid banks in on-the-job execu- 
tive training, supplementing the A.I.B. 
courses. Mr. Powers said that in Sep- 
tember his department will complete the 
publication of a new manual on executive 
development. 

The A.B.A. and the A.I.B. programs 
together will provide banks with a com- 
plete system of appraising, selecting and 
training men slated for top executive 
jobs. 

New officers, award. Bernard J. Lunt, 
assistant vice-president of the Fort 
Worth (Texas) 
National Bank 
was elected the 
new president of 
the A.I.B. Leroy 
S. Clark, vice- 
president of the 
Marine Midland 
Trust Company 
of New York 
City, was elected 
Institute vice- 





president. 
B. J. LUNT Alvin E. Roe- 
mershauser, out- 


going A.I.B. president, announced that 
at its convention next year the A.I.B. 
will institute a new award in honor of 
Dr. Harold Stonier, former national edu- 
cational director of the A.I.B., and cur- 
rently director of the A.B.A. Graduate 
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“Speech king” was from Pasadena, Cal. 


A.I.B. °55 contest winners 





School of Banking. The award will be for 
excellence in A.I.B. graduate courses. 
Speech, debate winners. Donald M. Mc- 





created for the purpose of preserving 
the interest of directors in the bank, 
although with lighter responsibilities. 
There was comment in some quarters 
that the action of these two banks might 
well be indicative of a growing trend in 
bank retirement practices, a trend 
which at one time involved only the em- 
ployees of a bank, later the officers, and 
now perhaps the directors or trustees. 


~~ * + 
Commercial Bank 


Advertising Survey 


Newspapers continue to dominate the 
advertising media spotlight of banks, 
and the proposed advertising expendi- 
tures of banks this year reflect a 13.7 


per cent gain over 1954. These findings* 
are contained in a report made in booklet 
form produced by the Financial Public 
Relations Association on the “Trends in 
Commercial Bank Advertising Expendi- 
tures.” The report was prepared for the 
association by George J. Watts, vice- 
president in charge of public relations 
and advertising for the Republic Na- 
tional Bank of Dallas, Texas. 

The report shows that 99.4 per cent of 
the reporting banks relied on newspaper 
advertising in 1954, and that 90.2 per 
cent planned to use that medium in 1955. 
With 81.4 per cent of the reporting banks 
using direct mail in 1954, and 75.7 per 
cent planning to use direct mail in 1955, 
that medium is the second most popular 
medium. Radio advertising indicated a 
drop from 77.8 per cent of the banks in 








Mahon, of the Security-First National | 


Bank of Pasadena, California, was named 
first-place winner in the national public 
speaking contest for the A. P. Giannini 
educational endowment prizes. Mr. 
McMahon is seen at right in the photo 
immediately above with Alex E. Lind- 
holm, of The Fulton National Bank, 
Atlanta, Georgia, and chairman of the 
A.I.B. national public speaking com- 
mittee. 

A debate team composed of New York 
City bankers won the national debate 
contest for the Jesse H. Jones national 
convention debate fund prizes. They are 
shown in the photo at the top of this 
page, left to right: David R. Berry, 
Chemical Corn Exchange bank; Herbert 
T. Erles, The Chase Manhattan Bank; 
and Charles G. Young, The Bank of 
New York. 
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Retirement of Directors 
In Bristol, Connecticut, two banks re- 


— 





cently changed their by-laws so that the | 


trustees of one and the directors of the 
other will be automatically retired at the 
age of seventy. The two banks are the 
Bristol Savings Bank and the Bristol 
Bank and Trust Company. 

At the Bristol Savings, where it was 
reported that the corporators apparently 
adopted without objection the new by- 
laws to retire trustees, the by-laws were 
also changed to retire the bank’s officers 
automatically at age 65. 

The directors of the Bristol Bank and 
Trust who are retired at age 70 will be- 
come members of a new group known 
as the Advisory Council, which was 
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Grain drafts are always on the 
move at Commerce Trust. An 
ever-growing number of cor- 
respondent banks throughout 
the great wheat, corn, cotton, 
soybean and rice producing 
areas find the grain draft col- 
lection services at “18-1” es- 
pecially profitable. 


For quickest collection of your 
grain drafts, you can’t beat 
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1954 to a proposed 68 per cent in 1955. 
However, the average dollars spent for 
radio advertising showed an increase. 
Television, the latest entry into the field, 
showed substantial gains in 1954, holding 
almost steady as to the average amount 
spent, but with expenditures spread to 
a larger percentage of participating 
banks. 

In addition to the numerous tables on 
advertising expenditures by type of 
banks’ service and deposit size, this 
year’s F.P.R.A. survey contains a list- 
ing of items that do not belong in an 
advertising budget, as well as many that 
are borderline, and may or may not be 
included. Copies of the report can be 
obtained for $1 each by writing to the 
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F.P.R.A. headquarters at 231 South La 
Salle Street, Chicago 4, Illinois. 
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Teller Innovations 

There appears to be a fresh series 
of new ideas in banking directed toward 
teller services and facilities as evidenced 
by two innovations that have come to 
the attention of Burroughs Clearing 
House recently. 

Money, item return container. A new 
pocket or purse-size container for the 
quick return of currency, coin and other 
items in a compact, single package for 
drive-in banking customers has_ been 
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developed jointly by the National Bank 
of Detroit, Michigan, and a local business 
promotion company. 











The container is called “Bankit”’ and 
is unique in that it is a coin pocket and 


personal secretary combined in one unit. 


The container fits 
handily in a man’s 
pocket or in a 
lady’s purse with- 
out. removing the 
container’s con- 
tents. 

A side opening 
in the personal 
secretary com- 
partment permits 
quick, easy inser- 
tion of currency, 
check book, sav- 
ings pass book, 
etc. Currency is 
assembled first, 
with the other 
items behind it. All extend well above 
the coin pocket, facilitating fast counting 
and checking by the customer. 

The front of the coin pocket carries 
the message, “Thank You—National 
Bank of Detroit.”” The reverse side of 
the container has bank advertising which 
is changed at every 100,000 units. 

Detailed information and samples of 
the “Bankit” container may be obtained 
from the Branch Department, National 
Bank of Detroit, Detroit 32, Michigan, 
or from the Admore Business Promotion 
Company, Balmoral Avenue, Detroit 3, 
Michigan. A patent is pending on the 
unit. 

Traveling Teller. An experimental 
teller’s cage called the “Traveling Teller” 
has been developed by the First West- 
chester National Bank of New Rochelle, 











Time saver 


| New York. It is a four foot high and 


| readily maneuvered about the 


two and one-half foot wide cubicle that 
is mounted on dolly wheels and can be 
lobby 


| where a line of customers develops. The 
| device has met with the enthusiastic 





approval of the bank’s customers. 

The Traveling Teller came into exist- 
ence after President Arthur J. Geoghegan 
became troubled by customers having to 
wait in line on the peak-load days, Mon- 
days and Fridays, to make deposits and 
cash checks. Mr. Geoghegan consulted 
with a friend whose hobby is woodwork- 
ing, and they collaborated in designing 
the unique teller’s cage. 





Maneuvers among customers 
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Mr. Geoghegan reports that the final 
model will be battery motor-driven, with 
the battery being charged in the evening 
by a trickle charger which can be hooked 
to any outlet in the bank. The unit will 
also be equipped with shortwave radio 
with which immediate contact can be 
made with the local police in emer- 
gencies, or with the bank’s bookkeeping 
department when a check is to be cashed. 

Operating the Traveling Teller in the 
photo on page 18 is Assistant Cashier 
William G. Rainsford. 
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Territorial Bank Quarters 


New bank structures in Alaska and 
Hawaii that would do any Stateside 
bank proud are found in the new quar- 
ters of the First National Bank of 
Anchorage, and in the new Kaimuki 
Branch of the Bishop National Bank of 
Hawaii at Honolulu. Thousands of per- 
sons toured these new buildings during 
recent open house ceremonies to inspect 
the many banking innovations incorpor- 
ated by these two territorial banks. 

A modern functional motif dominates 
both the exterior and interior of the 
Anchorage bank’s new quarters. Among 
many innovations are a drive-in window, 
a ladies’ public powder and rest room, 
and a sit-down counter for customers’ 
use. The expansive lobby also features 
a large stone planter and a spacious 
customers’ lounge. Cages, officers’ desks 
and all counters are of walnut, with 
counter facings and tops of formica. The 
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Kaimuki Branch, Bishop National Bank of Honolulu 
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Alaskan, Hawaiian quarters have ideas for Stateside banks 


front of the three-story bank building 
is almost entirely of glass, while the 
structure proper is reinforced concrete 
and steel. The entrance-way has solid 
birch beams interspersed with panels of 
glass. The new quarters are fully air- 
conditioned and sound proofed. 

The exterior of the modern new Kai- 
muki Branch of the Bishop National 
Bank is of Waianae sandstone with large 
windows of glare-reducing blue-green 
glass. The interior features Terrazzo 
marble floors and counters of Vermont 
Verde Antique marble and Loredo Chiaro 
marble. The woodwork is of natural fin- 
ish Jenizere wood and the railings are of 
aluminum. The new Kaimuki Branch 
also features a garden on the roof, a staff 
lounge and a night depository. 
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Booklets Promote Sound 
Home Improvement Loans 


In the interest of public service, two 
banks recently made wide distribution of 
booklets containing information on home 
improvement loans. 

Beware ... the racketeer. The Amer- 
ican Trust Company of South Bend, 
Indiana, distributed some 50,000 copies 
of a booklet entitled, “Beware of the 
Home Improvement Racketeers.” This 
booklet stressed the importance of deal- 
ing with the proper type of contractors, 
described a number of typical “come- 
ons” used to get high prices for inferior 
workmanship, and furnished a list of 
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recommended precautions. 

A paragraph on the booklet’s cover 
signed by L. L. Matthews, president of 
the American Trust, said, “Hundreds of 
persons have been swindled by F.H.A. 
racketeers in this area. This folder is 
designed to throw some light on a most 
vicious racket.” A paragraph closing the 
booklet pointed out that the distribution 
of the booklet was not an endorsement 
of any product, service or concern, but 
that it was intended only to “elevate the 
standards of business conduct, fight 
frauds, and assist the public to achieve 
maximum satisfaction from its relations 
with business.” 

How to buy improvements. The Potter 
Bank and Trust Company, Pittsburgh, 
Pennsylvania, distributed among its cus- 
tomers a booklet entitled, “How to Buy 
Home Improvements and Get Your 
Money’s Worth.” In a chapter entitled 
“Follow These Rules” the booklet lists 12 
things the borrower should know and do, 
and in two other chapters, the booklet 
explains why the bank cannot be held 
liable for unsatisfactory work on home 
improvements, and how to go about mak- 
ing complaint adjustments. 

Edgar A. Beard, vice-president of the 
Potter Bank, said that the folder was 
introduced as a positive answer to the 
widespread publicity resulting from the 
indictment and prosecution of moderniza- 
tion dealers all over the country. In a 
letter that was sent along with a copy of 
the booklet to all of the bank’s moderniza- 
tion dealers, Mr. Beard wrote: 

“No doubt you have seen the current 
news releases on indictment and prosecu- 
tion by F.H.A. of several modernization 
dealers. This type of publicity cold be 
harmful for the entire modernization 
industry ... We feel that the best an- 
swer to unfavorable publicity about 
shady modernization dealers is some 
positive action to show that our dealers 
are sincerely trying to give their cus- 
tomers good value for their money. What 
do you think?” 
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Painted Bus Advertising 
The use of a city bus brightly painted 

to carry an advertising message is 

efrecting a substantial increase in new 
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Timely booklets that inform borrowers, forestall trouble 


automobile loans for the Portland (Ore- 
gon) Trust Company. The bank plans to 
continue to use the bus throughout the 
best selling season of the current year’s 
automobile models. 

The bus is painted on all four sides 
in striking colors and carries the mes- 
sage: “Save on new car financing. 4% 
gross charge. Compare our new low 
rate.””’ The bark pays for painting the 
bus, and for the space at a contracted 
monthly rate and period. 

“The advertising really reaches a wide 
audience,” says Ward S. Kelley, vice- 
president, “when done with good art 
treatment and copy. It is especially suit- 
able in the case of a small bank with 
few or no dealer setups and a direct loan 
rate that is highly competitive with the 


City bus carries bank’s loan message to wide audience 


Portland Trust pays for painting the bus, plus space at monthly rate 
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rates of banks which do have dealer 
arrangements. This happens to be the 
situation with respect to our bank.” 
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Teen-Age Confidence Fund 

Some 1,200 students in three Shenan- 
doah, Pennsylvania, high schools. now 
have a credit rating good up to $50 with 
the Miners National Bank of that city. 
The bank recently set aside an initial 
$1,000 in a “teen-age confidence fund,” 
from which the students can borrow from 
$5 to $50 for “worthy personal needs” 
merely on their own signatures. 

Under the plan, which was approved 
by the city’s school board, the applica- 
tions for loans must be approved by a 
student’s parents and also by a student 
committee of seven members selected by 
school officials. Committee approval auto- 
matically will grant the loan. Repayment 
will be made weekly, with a 50-cent serv- 
ice charge for each loan and interest of 
five cents a month for each $10 borrowed 
from the fund. 
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Increased Business 
Through Sidewalk Windows 


A sidewalk window installation con- 
sisting of three teller’s stations was 
recently opened by The Farmington 
(Michigan) State Bank as temporary 
relief of congestion in the main banking 
room and also to afford the bank extra 
service hours. However, the windows 
soon became so popular that the bank 
decided to keep one of the windows open 
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on a full time basis, and use the other 
two when necessary. 

The bank’s sidewalk window hours 
are 9 a.m. to 5 p.m. Monday through 
Saturday, and 9 a.m. to 7:30 p.m. on 
Friday. The main banking room hours 
are 9 a.m. to 3 p.m. Monday, Tuesday, 
and Thursday, 9 a.m. to 12 noon Wednes- 
day and Saturday, and 9 a.m. to 7:30 
p.m. on Friday. 

Cooperating with the bank, the city 
reserved the area in front of the side- 
walk windows exclusively for 3-minute 
bank parking during the hours the win- 
dows are open. 

“The additional hours and available 
parking afforded--by - the - installation,” 
said President Howard M. Warner, 
“appear to be just what everyone was 
looking for, and it was accomplished 
with a minimum of additional help. 
Carefully planned assignment of present 
employees _and perhaps the addition of 
two or three new employees in the future 
will result in a 50 per cent increase in 
the business hours of the bank.” 

Meanwhile, in line with the trend 
toward drive-in and wak-up windows, 
the Anacostia National Bank of Wash- 
ington, D. C. recently installed an auto 
curb deposit window. 

“This is an innovation so far as Wash- 
ington, D. C. is concerned,” said Presi- 
dent A. Scott Offutt, ‘and was permitted 
only because we have a small place at 
the rear of our building where we can 
park one car at a time in a semi-circle 
while the transaction is being completed. 
We gained the idea from an item in 
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Burroughs Clearing House that told of 
a similar operation at a bank in Pontiac, 
Michigan.” 

An illustration on page 21 shows the 
Anacostia National’s auto deposit win- 
dow, with its uniformed attendant 
accepting a deposit from a customer. 
Payrolls are also received providing the 
order is called in previously. 
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Bank Audit Guide 


A practical guide to bank auditing 
routines and procedures is found in a 


new book, “How to Audit a Bank,” - 


authored by Marshall C. Corns. Mr. 
Corns is a recognized authority on bank 








management problems and auditing 
practices. A former bank president him- 
self, he has been for many years a bank 
management consultant. 

The book is written in “chart of ac- 
counts” style and shows in detail how 
to audit a specific department or sec- 
tion, or all departments and sections of 
even the largest bank. It contains sam- 
ples of the most practical forms to use 
in executing an audit program, and sets 
forth schedules and samples of forms 
for use in verifying accounts. 

“How to Audit a Bank” is designed 
not only to show how to audit a bank 
as required by law, but discusses in de- 
tail the responsibilities of directors, the 
pitfalls in bank management and opera- 
tion, and the positive protection controls 





Indemnity Insurance Company of 
North America is offering this loss 
prevention information to forewarn 
banks and equip them for action. 
Effective loss prevention keeps losses 
and loss ratios down, and premium 
costs at minimum, for all financial 
institutions. 

A valuable folder of pre- 
vention aids prepared and 
published for banks by In- 
demnity Insurance Company 
of North America. Two ques- 
tionnaires—on Loss PRE- 
VENTION and on SECURITY 
Controt—help you double- 
check your audit and security 
program, or bring it to maxi- 
mum safety. Attractively 
printed, easy and pleasant 
reading. Phone your Indem- 
nity Company Agent now 
and find out how you can 
get a copy of the Portfolio. 


PROTECT WHAT YOU HAVE® 





Here is a simple checklist 
for preventing loss. Ask your 
Indemnity Company Agent 
how you can get a copy of the 


‘Portfolio of Protection for Banks’ 


INDEMNITY INSURANCE 


NORTH AMERICA 


One of the North America Companies which are headed 
by Insurance Company of North America, founded 1792 










CONTENTS 


5 Aids Toward a Workable 
Program of Minimizing or 
Eliminating Fraud or Loss: 



















1. Internal Safeguards 


2. A Guide for Spot Check 
Audit Control 


3. Security Control 
4. “Feeding Early Birds Costly” 
5. Supplemental Loss Prevention 
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A complete blueprint 


necessary to avoid embezzlements and 
defalcations. Scme 85 exhibits illustrate 
this 378 page book, Copies of it are 
available at $15 each from the Bankers 
Publishing Company, 465 Main Street, 
Cambridge, Massachusetts. 
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Briefly Told 

A 300-page “History of Banking in 
Florida, 1828-1954,” has been  pub- 
lished by the Florida Bankers Associa- 
tion under the authorship of J. E. 
Dovell, associate professor, assisted by 
J. G. Richardson, assistant professor, 
University of Florida. A possible model 
for similar projects in other states, the 
book dovetails the economic develop- 
ment of Florida with its banking history. 
The extensive treatise contains numer- 
ous illustrations and tables. 
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Capacity audiences enjoyed the re- 
cent all-employee written and staged 
annual musical and variety show of 
The Northern Trust Company, Chicago, 
Illinois. The show this year was called 


One of 21 bank show acts 
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“Doing the Town.” It consisted of 21 
different acts and invo_ved the talents 
of 45 members of the bank’s staff. Among 
them were, from left to right in the photo 
on page 22, Win Oviatt, Paul Zimmer- 
man, Frank O’Connor, James Sharp, 
James Jackson, Willard Smith and Laura 
Berkowitz. 


o 


A new business contest recently con- 
ducted by the First National Bank of 
Jersey City, New Jersey, was called 
“First National Prize Flight Into Outer 
Space.” At its conclusion, seven “Space 
Cadets” were rewarded by the “Space 
Coordinating Committee” with vacation 
trips and gold watches, while all mem- 
bers of the bank’s staff who participated 
in the “Prize Flight” received mer- 
chandise prizes of their own choice 
based on the amount of new business 
obtained. 


Sd 


The clock was turned back to yester- 
year by the First National Bank of 
Cortland, New York, when it took part 
this year in a 3-day “Old Fashions 
Day” commemoration conducted in the 
city. Most of the stores were decorated 





A la grandfather’s era 


and clerks costumed in the manner of 
grandfather’s era. The _  floor-length 
dresses and fancy bonnets, and the 
handle-bar mustaches and frock coats 
worn by the staff members of the bank 
are shown in the photograph above. 
A lobby display which caused consider- 
able comment showed the bank’s direc- 
tors “Way Back When.” 


* * ° 


New Banking Aids 


The Diebold Company is now selling 
and servicing a new ultrasonic alarm 
system designed to foil burglaries of 
financial institutions. The system em- 
ploys inaudible sound waves to “sat- 
urate” or scan the entire premises of a 
financial organization. Thus the system 
leaves no “dead spots” and anyone enter- 
ing or leaving the premises will trigger 
the alarm. Full information can be 
obtained from Diebold, Inc., Canton 2, 
Ohio. 


° 


The Kohlhass Company, Chicago, has 
announced a new vertical sorter to pro- 
vide efficient sorting of checks and any 
other consecutively numbered media. The 
file facilitates: 1. table sorting of media 
into separate thousands, 2. sorting of 
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For efficient check sorting 


each unit of a thousand numbers by 
hundreds and tens digits, and 3. the 
shuffle sorting by units digits as material 


is taken from the file. Further informa- 
tion on this vertical sorter, which is also 
available in alphabetical and _ special 
classifications, can be obtained from the 
Kohlhass Company, 8012 S. Chicago 
Avenue, Chicago 17, Illinois. 


+ 


A new steel counter that is designed 
primarily as a permanent and fully 
equipped teller’s unit, but which can also 
be used as a temporary teller’s station 
during busy periods, has been announced 
by the Mosler Safe Company. The unit 
is 40” high with a 5’ x 3’ counter top. 
It is easy to move, and features a ver- 
satile new color called Decoral. The 
Mosler Safe Company, 320 Fifth Avenue, 
New York 1, New York, will furnish 
full details upon request. 











Ever tried this sort of thing? 


No? We’re not surprised. Flying the aerial trapeze takes a lifetime of 
practice and infinite skill. Trying to do this sort of thing is like doing 
business with a country without knowing anything about it... you 
are liable to come to grief. So, if you are contemplating business in, 
or with Canada, get the facts about trends, conditions, and opportunities 
from Imperial Bank of Canada—the bank that keeps its finger on the 
pulse of the Canadian economic scene. Write on your business letter- 
head to: Superintendent of Foreign Business, Imperial Bank of Canada, 
Head Office, Toronto, Canada, and your request for information will 
be dealt with promptly and in complete confidence. 


IMPERIAL 


BANK OF CANADA 


BRANCHES TO SERVE YOU COAST TO COAST IN CANADA, AND 
CORRESPONDENTS THROUGHOUT THE WORLD 
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**How-to-do-it Yourself’? Home Building Classes 


By James E. Frolking 


Manager, New Business Department, Second Federal Savings and Loan Association of Cleveland, Ohio 








Hundreds of young married couples in 
the Cleveland area earlier this year 
deserted their favorite television pro- 
grams on Monday evenings to go back 
to school, a special kind of school. They 
attended a new and much talked about 
series of “how to do it” home building 
classes conducted by the Second Federal 
Savings and Loan Association of Cleve- 
land. The classes are now a part of the 
complete owner-built home financing plan 
originated by C. W. Grove, president of 
the Second Federal. 

Financial phase of plan. The financing 
plan was first started by Mr. Grove in 
1950 to give young couples an opportu- 
nity to substitute hard work for the cash 
equity they couldn’t be expected to save 
so early in life. 

Since the plan first went into opera- 
tion, the Second Federal Savings and 
Loan Association has financed 455 owner- 
built homes that are valued at $7,520,000. 
We feel that in many of these cases the 
people who took advantage of our 
financing plan might otherwise, through 
financial circumstances, have been com- 
pelled to wait for a much longer period 
before being able to build their own 
homes. 

Construction phase. When Mr. Grove 
decided to implement the Second Fed- 
eral’s owner-built financing plan this 
year with practical building instructions, 
he had one basic goal in mind. It was: 
To make it easier than ever for young 
couples to realize their dream of owning 
a home. 

The classes in home construction were 
conducted in the recently built new 
quarters of the Second Federal. The 
formal time-table for classes called for 
two-hour sessions on five evenings, and 
the various home building and financing 





President C. W. Grove speaking at typical home-building class 


Everything from blueprint reading to masonry was taught 


subjects were handled by experts from 
our association. The students came from 
apartments and other rental units from 
all parts of greater Cleveland. 

Variety of teaching aids. Many dif- 
ferent educational tools were used to 
teach the classes in filling in the gaps 
in their knowledge of building. First, 
there were the sectional exhibits of 
various phases of construction. Slides 
were used frequently during the lecture 
periods. A well-stocked library of sup- 
plementary reading material was on 
hand. A variety of diagram-filled bro- 
chures were passed out before each class. 

The principal piece distributed to the 
classes was the Second Federal’s com- 


Sectional exhibits were used during question-answer periods 


Displays enabled classes to examine closely construction points discussed 


































plete -notebook, “Owner Built Home 
‘How-to-do-it’ Program.” This notebook 
contained a guide to the lecture and 
discussion periods, i.e., financing, choos- 
ing a site, excavations, footings, masonry 
walls, chimney construction, first floor 
framing, partitions, plans, etc. The 
notebook also contained detailed draw- 
ings of each of the various construction 
phases, as well as a listing of the min- 
imum construction requirements of the 
Second Federal. 

Finally, the notebook contained a 
“contractor’s draw” agreement form, a 
checklist on various trade contractors’ 
services, material supply and _ utility 
permits, and a complete bibliography 
covering every phase of home construc- 
tion. 

Question-answer bees. During class ses- 
sions everything from laying founda- 
tions to reading blueprints was covered 
in detail. The after-lecture quizzing 
started when Mr. Grove and his instruc- 
tors moved to the center of a large 
platform and invited questions from the 
floor. The instructors were usually 
peppered from all sides and a variety 
of interests were uncovered. These ques- 
tion-and-answer bees which inevitably 
followed each class often kept the audi- 
ences for well over an hour overtime. 

In answering questions on building 
and financing, Mr. Grove often relived 
experiences that dated back before World 
War I when he founded his own con- 
struction company at the age of 18. 

In 1938 his interest in the housing 
problems of young people prompted him 
to create what was probably an early 
forerunner to the do-it-yourself pro- 
grams of today. At that time, Second 
Federal erected a completely sectionalized 
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home in its offices. The display proved 
so popular that it wasn’t dismantled 
until the summer of 1945. 

Not long after that time, Second Fed- 
eral began thinking about a definite plan 
for giving amateur builders an oppor- 
tunity to cash in on their ambition. The 
speculation culminated in the associa- 
tion’s owner-built home financing pro- 
gram, the success of which is attributed 
to its simplicity and insistence on sound 
building and business practices. 

Preparatory steps. Couples who show 
an interest in the program are first 
given an “A.B.C.’s” folder outlining 
necessary steps in getting building sites 
appraised, and in preparing plans, 
specifications and cost breakdowns. All 


of this data must be painstakingly com- | 


piled to support claims for owner built 
loans. 

In addition to checking and revising 
plans and_ specifications, construction 
loan executives also give the owner- 
builder a thorough briefing on the impor- 
tance of submitting material invoices 
promptly, and making sure they are not 
billed for work that hasn’t been com- 
pleted. 

Once the successful applicant has 
completed preliminary steps, his mort- 
gage and note are signed. In every case, 
the amount the home builder contributes, 
which is a minimum of $1,500, plus the 
amount of the loan are carefully com- 
puted to cover all costs. 

When. the first series of owner-builder 
classes was announced in Cleveland news- 
papers, the question mark of what the 
response would be was promptly an- 
swered. Over 1,200 requests for free 
tickets flooded the newspaper offices, and 
the demand for tickets was so great that 
a second series of classes was scheduled. 
No class was attended by less than 400. 

Following a recent session, a Cleveland 
reporter asked Mr. Grove if he thought 
today’s young married couples in the 
25-30 year age bracket were good risks. 

“Young people today,” replied Mr. 
Grove, “can and will do anything their 
parents did if we give them a stake.” 





Cover financing, building 


















OWNER BUILT HOME 
“how to do it” 
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The Second Federal Savings & Loan Association 
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OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 











Large problems — 
Small problems 


... each is given careful consideration 


No matter what the nature of your business 
in Utah or the Intermountain West, Continental Bank 
will see that it is quickly and accurately 
executed. No problem is too big for us, no request 
too small for our attention. 


The Continental Bank 
and Trust Company 





Growing with the Intermountain West 
Member Federal Reserve System © Member Federal Deposit insurance Corporation 
























Picture Album of Ideas from New and Modernized Bank Quarters 


Some of the latest variations in exterior design from all parts of the country 

















Ocala, Fla. The modern lines of the new limestone, Roman brick and 
granite quarters of the Commerical Bank & Trust Co. are gracefully set off 
by towering palms and wide, open approaches. The marquee and seeing- 
eye glass doors are trimmed in aluminum 













Boston, Mass. Its semi-circular facade, 
large sign and striking decorative world 

= al BR globe all join to make the new Kenmore 
Hemet, Calif. This night view of the new Hemet Office of the Citizens Office of The First National Bank of 
National Trust & Savings Bank of Riverside, presents a glamour look in Boston, a community landmark. The 
banking. Construction is of modern glass, brick and concrete. Note the building is faced in marble, and features 
patio with landscaped “islands” a roof-top sky beam visible for miles 
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Claremont, Calif. This new branch of the Security Trust & Savings Bank 
of San Diego, is of contemporary styling and combines indoors and out- 
doors into freeflowing areas by the use of large plate glass set in aluminum 




















Boise, Ida. A modern new glass and stone 
entrance to the main banking room was 
constructed between two massive Ionic ™ $$ = 

columns at The Idaho First National Ann Arbor, Mich. Mottled buff brick and ledgestone are used in the exterior 








Bank during its recent modernization design of the Pittsfield Branch of the State Savings Bank of Ann Arbor. A 
and expansion program wide overhang connected to a pylon protects drive-in customers 
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Montgomery, Ala. At the new Cloverdale Branch of the First National 
Bank, the 20’ high glass entranceway is recessed behind a marble front. 
At intervals the brick construction is broken by marble facing 
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° The Cunneen Company 
Newark, Del. Simple lines and contrasting 
shades of marble and stone distinguish the 


— new facade of the Newark Trust Company. 

Ann Arbor, Mich. At the new Packard and Stadium Branch of the State As a result of the bank’s complete moderni- 

Savings Bank of Ann Arbor, glass on two entire sides floods the 6 tellers’ zation program, the banking and office space 

windows and customer area with light at all daytime hours. The fully air- was increased by 75 per cent, and included 4 
conditioned building is constructed of crab orchard ledge stone 


new tellers’ windows 


Flint, Mich. The contemporary design and extensive use of glass Anderson, Ind... An offset entrance and full-length 


give the new Saginaw Street Branch of the Merchants and Mechan- 
ics Bank an open invitational feeling. Glass walls extend on 
both sides to bring solar heat that minimizes fuel bills 
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Covington, La. At the new building of the Citizens 

Bank and Trust Company, an unusual effect is achieved 

by doors on either side of marble paneling on which 
the bank’s name appears 
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front and side windows are features of the new 
South Branch of the Anderson Banking Company. 
A modern drive-in window is located at the rear 
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Constantine, Mich. An entire new glass and brick front, with 
an attractive planter’s box, was included in the full-scale mod- 
ernization program of the First Commercial Savings Bank 


of Constantine 





Abingdon, Va. Exterior features of all new Farmers Bogalusa, La. A balanced design is seen in the new quar- 

Exchange Bank building are the all-aluminum windows ters of the First State Bank & Trust Company. The 

and a massive stone entrance. The building is of cinder entrance is constructed of Minnesota marble framing wide 
block construction with brick facing areas of glass 
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Wilmington, N. C. Roman brick, stone trim and large Marshall, N. C. A new facade consisting of grey stone 
glass areas make up the exterior construction of the Peoples and modern, large picture windows was given to the 


State Bank and Trust Company. The bank has drive-in recently remodelled Citizens Bank of Marshall. The bank 
windows on two sides and parking facilities for a large was also completely modernized inside, including tile 
number of cars flooring, modern lighting and heating 


The exterior walls of this new branch of the 

Washington State Bank, Snoqualmie, Washington, are made of mountain 

stone, while the structural frame is composed of glass panels and concrete 
blocks prefinished with a plastic coating 


Fort Wayne, Ind. The prominently displayed 
American flag and the large pylon give the 
Lincoln National Bank a distinctive appear- 
ance. A drive-in window is located on one side 


“ om... ies nastteaninae seems 
Minco, Okla. In the new quarters of The First National Bank of Minco, 
pink hydro stone was used for the exterior walls. Attractive planters 
of the building boxes adorn a corner, one end and the entrance way to the bank 
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American Express does 
more for you by doing 
more for your customers! 





A a Sa A EES OE 


INSTANT ACCEPTANCE—with no questions asked! American Express makes delivery anywhere in 
The original travelers cheque — instantly the free world. 
recognized and accepted throughout the world. 


TRAVEL INFORMATION—around the world! 
ON-THE-SPOT REFUNDS —in case of loss or theft! American Express offers complete hotel, travel, 
At any of the hundreds of American Express ticket, and auto rental information. 


Otiees tn: Che A. or eheeed. REPRESENTATIVES IN UNIFORM— 


EXCHANGE OF TRAVELERS CHEQUES — at terminals abroad! 

without charge! Friendly representatives help your customers 
Large denomination travelers cheques ex- at principal docksides, airports and rail ter- 
changed for smaller ones—at no extra cost to minals abroad. 


ee 


your customers. 


MAIL SERVICE—at all American Express Offices! 
TRAVELERS CHEQUE DELIVERY—by mail or cable! Customers’ mail is received and forwarded 
For travelers who desire additional funds, at all American Express Offices. 


AMERICAN EXPRESS TRAVELERS CHEQUES 
Since [8Y/ 
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Is the net income 






from your investments 


satisfactory? 


















Perhaps a few simple changes in your 
holdings would make a gainful showing in the net 
earnings of your portfolio. Your phone call (STate 2-9000) or letter to 


our Bond Department will put us to work for you. 
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Continental: Tilinois ‘National Bank 
and Trust Com pany of (Chicago 
La Salle, Ja Jackson, Clork and Quincy Streets 


LOCK BOXsH, EHICAGO. 99, ILLINOIS 
Member I ; 
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IN A SMALL-CITY BANK 





Management has not feared to innovate, as the bank’s new “glass pavilion” building testifies 





A DEVELOPMENT PROGRAM 


First the bank strengthened its staff, then broadened its 
services and put new emphasis on better customer relations 


HENEVER a bank takes a look 

at its trade territory and agrees 

that its mission is to help all of 
its customers, big and little, solve 
their financial problems, it is very apt 
to find itself engaged in a hard-work- 
ing program that takes in everybody 
from top management on down. 

That has been our program for 
some years now and we are well aware 
of both the work involved and the re- 
wards it can bring. With the objective 
established, the program turned on 
such matters as developing a capable 
staff beginning with the executive and 
supervisory organization, of broaden- 
ing the bank’s services, and of telling 
our customers what we were doing. 

Along the way, in developing our 
ideas, we have not been afraid of in- 
novations and have actually instituted 
a number of them, the most recent 
being represented in our new bank 
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By 
S. EDGAR LAUTHER 


President, Irwin Union Bank and Trust 
Company, Columbus, Indiana, and Presi- 
dent, Indiana Bankers Association 


building which is different in many 
respects from other banks. The result 
is that we have acquired a reputation 
for being quite a progressive bank. 

By way of background, Columbus, 
Indiana, where we are located, is a 
city of 20,000 population some 40 
miles from Indianapolis. The city con- 
tains a wide diversity of small manu- 
facturing plants, running all the way 
from a diesel engine factory and tool 
and die companies to producers of 
automotive, radio and television parts, 
furniture, kitchen cabinets, phar- 
maceutical supplies, sporting goods 
and so on. Then, there are numerous 


wholesale and farm supply companies, 
serving the general farming and 
dairying trade area surrounding Co- 
lumbus. 

The bank’s development program 
was put in motion by our present 
chairman of the board of directors, 
J. Irwin Miller, during his term as 
president, which ran from 1947 to 
1953. Mr. Miller is a great-grandson 
of the founder of the bank which was 
organized in 1871. The writer joined 
the bank in 1946 as vice-president in 
charge of banking services, became 
executive vice-president in 1947 and 
followed Mr. Miller as president in 
1953. 

One of the first steps we took in 
getting organized was to undertake a 
“job evaluation” program of our own 
making, which simply involved taking 
a good look at what each of our officers 
and staff members was doing and how 
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Teller area has continuous counter, pneumatic tube system, portable busses for flexibility 


Typical of management policy, months of functional planning went into the new quarters 


he was doing it. To augment our own 
critical appraisals, we had the officers 
and staff members prepare a written 
statement, putting in their own words 
what they did each day, what they 
thought they were expected to do, and 
to whom they were responsible. 

This analysis of our internal or- 
ganization served as a springboard to 
the next phase of the program we had 
in mind. That was to make of each of- 
ficer and supervisor, insofar as pos- 
sible, truly a specialist in his field or 
activity. 

Initiative is probably the largest 
single attribute of any specialist. 
Therefore, from the outset it was our 
policy to put each officer and staff 
member “on his own.” For example, 
when an officer would come to me with 
the question, “What shall I do about 
this?” I usually countered with “What 
do you think we should do about it?” 
Such a policy goes a long way toward 
establishing initiative. 

The very important matter of our 
bank’s investment policy will serve to 
show in another way how we have 
tried to make specialists of our offi- 
cers. Since Mr. Miller and I are firm 
believers in research studies as both 
blueprints and checklists in our bank’s 
daily routines, these studies in our 
bank have included many subjects. 
And, of course, our investment policy 
is one of them. But what is probably 
the most important fact about such 
studies is not simply that they exist, 
but rather that they are made not by 
outsiders, nor by Mr. Miller and me, 
but by the officers themselves. 
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So, on our road to specialization, 
any one or a group of officers in mak- 
ing a study not only learns as much 
about a subject as he can, but writes 
it down in full detail for policy pur- 
poses. On the matter of investment 
policy, incidentally, our bank employs 
the roll-over maturity scheduling sys- 
tem, but, at the same time, we believe 
it is most important for a bank to ad- 
just its assets to changing conditions. 
In making changes, we believe that 
losses should be minimized by taking 
them immediately, if necessary, in- 
stead of waiting for a recovery which 
may or may not come. The study goes 
on to say that, in the past, declines in 
activity and deposits have come over 
a period of years, not overnight. 
“Therefore,” our study continues, 
“banks do have an opportunity to 


adjust without great loss if they start 
early enough. Such a program enables 
the bank to offer maximum service to 
customers; maintain sound liquid con- 
dition; and enjoy maximum earnings 
consonant with safety.” 


E have now reached a point in our 

organizational set-up where our 
officers and key supervisors can meet 
daily to review the work of the past 
and plan that of the future. At these 
meetings the officers constitute a 
loan committee, investment committee, 
trust committee, and at the same time, 
act as a planning group to establish 
specific goals. In this way the officers 
and supervisors are called upon fur- 
ther to act out, the role of specialists 
by pooling their knowledge and recom- 
mendations. 


Counter sections can be removed to create new teller windows 
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Ceiling domes, brick flooring, functional furniture, are features 


Special services department, which handles consumer loans 


This combination committee-plan- 
ning group is made up of Trust Offi- 
cer D. W. Jurgemeyer; and Vice-Pres- 
idents P. N. Dinkins, in charge of 
commercial loans; A. R. Engle, new 
business; A. L. Kuehn, investments; 
K. L. Peterson, consumer loans, or 
what we call special services. 

During our recent open house cere- 
monies, Mr. Miller told a news re- 
porter, “The building is important, 
but we’ve been emphasizing to our 
people to forget the building; it’s the 
personnel in the long run that makes 
the bank and not the building.” 

Mr. Miller was not being modest 
about our attractive new building. He 
was actually touching upon the prin- 
cipal theme of our development pro- 
gram by saying that the building is 
only a tool that helps bank people per- 
form the service. 

Consequently, since we expected to 
have a “specialist corps of officers” 
we realized early the importance of 
our wage policy, and sought a some- 
what different formula for establish- 
ing it. Today, to determine a starting 
wage for a specific job, our bank as- 
sembles salary figures from all banks 
in the 7th Federal (Chicago) Reserve 
District. The Irwin Union’s policy is 
then to pay for each job more than 
the average taken from the assembled 
statistics. Under this plan, an officers’ 
average at the Irwin Union more 
likely than not is better than the aver- 
age in many other banks, at least in 
our district. 

Altogether we have few fast and 
hard rules in our employment policy. 
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We do look chiefly, though, for the 
little spark that denotes a “self- 
starter” in our newcomers. 

For several months now three deaf 
mutes have been on our bookkeeping 
staff. Whenever this has become 
known to some outside banking officer, 
the look on his face seems to say, 
“Altruism?” The experiment at no 
time has been altruistic. We were con- 
vinced from the beginning that, al- 
though handicapped, the deaf mutes 
could do an efficient -job. 

It has always been our policy to 
emphasize ‘“on-the-job-training” of 
every type. Mr. Paul N. Dinkins, vice- 


president in charge of.our commercial 
loan division, has already graduated 
from the graduate school of banking 
at the University of Wisconsin and is 
currently completing his second year 
in the executive development training 
program at Indiana University. Mr. 
A. R. Engle, our vice-president and 
cashier, graduated from Wisconsin 
last summer and Mr. A. L. Kuehn, 
vice-president in charge of invest- 
ments, is enrolled to start at Wiscon- 
sin this summer. Mr. Kenneth L. 
Peterson, vice-president in charge of 
our consumer lending, will complete 
his second year this summer at the 
school of consumer banking, Univer- 
sity of Virginia. He is currently writ- 
ing his thesis. I am currently enrolled 
in the A.M.A. management courses in 
New York, sponsored by the American 
Management Association. I will com- 
plete the courses with another resi- 
dent session in November. 


HE bank has been the principal 

sponsor of an A.I.B. chapter and 
has encouraged a high per cent of our 
people to take many of the courses 
offered by the American Institute of 
Banking. The chapter was formed in 
1947 and has been operating well since 
that time. We have staff meetings 
every Thursday morning with the 
meeting time being concluded in the 
form of divisional staff meetings. Our 
bank was particularly active in the or- 
ganization of a National Association 
of Bank Auditors’ and Comptrollers’ 
conference in southeastern Indiana 
and staff members have profited much 
by participation in the meetings. 

In addition to an on-the-job train- 
ing program conducted at our bank, 
we have been trying for some time to 
get the state banking association be- 

See A DEVELOPMENT PROGRAM—Page 75 


Firm believers in research studies and staff specialization 


Close-working management team: Chairman Miller (left), President Lauther 
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banking business 


Plan for cultivating a wast and largely 
untapped source of additional 






Using Special-Check Accounts 
(0 SELL OTHER SERVICES 


By 
GEORGE W. SEARS 


Vice-President, The First National Trust 
and Savings Bank, San Diego 12, 
California 


NE afternoon recently a young 
O San Diego aircraft worker and 

his wife turned up at our real 
estate department with a familiar 
family problem: an excess of young- 
sters over bedrooms. Within a few 
minutes the couple had outlined their 
needs to a loan officer and had signed 
an application for a low-cost real es- 
tate loan to finance a two-bedroom 
addition to their modest suburban 
home. 

While such real estate loans are 
rather commonplace among bankers, 
this one was paticularly gratifying to 
us for it was the first time that this 
young couple had turned to a bank for 
financial assistance. Furthermore, it 
is doubtful that they would have 
sought a bank loan at all, had it not 
been for a highly successful experi- 
ment which we introduced early in 
1954 and which has since become a 
more or less permanent phase of our 
promotional program. 

Its specific aim is to acquaint our 
“pay-as-you-go” checking account cus- 
tomers with the many additional bank- 
ing services available to them. 

Like many others in our field, we 
have long realized that our Special- 
Check customers—men and women, 
many of whom have no more than 
sampled the conveniences and services 
of a banking contact—represent a vast 
and largely untapped source of addi- 
tional banking business. The big prob- 
lem is to find an effective way to en- 
courage these customers of limited 
banking knowledge to utilize addi- 
tional services. 


34 








Bookkeepers preparing Special-Check statements enclose 
cancelled checks in folders advertising auto loans 


One reason for our interest in this 
particular group of customers has 
been phenomenal growth in the number 
of “pay-as-you-go” checking accounts. 
Although this special checking service 
was introduced at our bank only 
slightly over a decade ago, it has 
since grown in popularity to the point 
where we now carry about 25,000 
“pay-as-you-go” checking accounts. 
In some of our 13 community branches, 
Special-Check accounts now outnumber 








regular checking accounts, and they 
have become especially popular as a 
second “household expenses” account 
among many young families. 

The biggest factor behind our 
Special-Check account growth is prob- 
ably the personal recommendation of 
the men and women on the new ac- 
counts desks. However, we have also 
used printed promotion. Periodically 
—one month out of a year, perhaps— 
whenever a note payment is made by 
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Quarterly Special-Check folder series, keyed to average family’s seasonal banking needs 


Promotion beamed at fast-growing customer group with little knowledge of bank services 





Folder Senalin Available 


Sample copies of the statement 

folders, which with appropriate 

textual changes may be repro- 

duced by other banks without 

charge, are available upon re- 
quest to the author. 














other means than a First National 
check, a Special-Check folder is mailed 
or handed to the payer with his re- 
ceipt. During such a period, pur- 
chasers of money orders and cashiers 
checks are also given a folder on 
Special-Checks. The individual pay- 
roll envelopes which our bank fur- 
nishes its payroll customers have a 
Special-Check advertising message 
printed on the face of them. Radio, 
television, newspaper and transit card 
advertising have all carried the Spe- 
cial-Check message. 

Incidentally, our Special-Check looks 
like a regular check: the copy, size and 
layout are identical to those of the 
small regular checks. The standard 
green color of check paper and ink are 
their only distinction. 

After considerable deliberation as 
to how Special-Check customers could 
be “educated” to the many other serv- 
ices we have to offer them, we adopted 
in January of last year a _ special 
series of statement enclosure pam- 
phlets designed as a friendly reminder, 
supported with simplified selling copy, 
that the bank offers a variety of serv- 


July, 1955 









ices and conveniences to save its de- 
positors time, trouble and money. 

The fold-over 344 x 614 inch pam- 
phlets, each in two colors and semi- 
humorously illustrated with pen-and- 
ink drawings, were so designed that 
a customer’s cancelled Special-Check 
Account checks would fit neatly in- 
side. As a result, each customer, upon 
opening the envelope containing his 
cancelled checks, cannot miss seeing 
the promotional folder in which his 
checks are enclosed. 

The folders offer several promo- 
tional “‘extras’”’ that contribute to what 
advertising people delight in calling 
a “multiple impression.” In the first 
place, if a husband and wife are both 
in the habit of reviewing cancelled 
checks, each is likely to read the pro- 
motional piece. Since the folder pro- 
vides a convenient enclosure in which 
to keep checks for later reference, 
its message may very well be re-read 
several times. Most important, it is 
likely to be in evidence in the family 
financial discussion at precisely the 
time when an automobile or home 
repair loan is under consideration. 

In preparing our series of statement 
folders, we gave particular considera- 
tion to the average family’s seasonal 
banking needs. For example, our first 
folder which was distributed with 
statements mailed to customers during 
the initial three months of the year 
called attention to the advantages of 
a low-cost First National auto loan— 
at a time when many families were 


considering the purchase of a new 
model automobile. Our spring pam- 
phlet, distributed in April, May and 
June when many families are puzzling 
over ways to finance needed home re- 
pairs, contains a timely reminder of 
the availability of real estate loans. 

The summer pamphlet, distributed 
from July through September, pro- 
motes the advantages of a safe de- 
posit box at a time when most families 
are planning vacations. Finally, our 
winter pamphlet, distributed from 
October through December and en- 
couraging a regular savings program, 
is timed to precede the January sav- 
ings transfer period. 


E don’t, however, expect our 

statement folders to make any 
touchdowns without some able line 
support from our other promotional 
media. In other words, when we talk 
auto loans in our folders, we are also 
talking auto loans in our newspaper, 
billboard and transit card advertising, 
as well as on our radio and television 
programs and in our window and 
lobby displays. The total promotional 
package is aimed in each case at pro- 
ducing a powerful multiple impression 
upon as many customers and pros- 
pective customers as possible on the 
particular service being advertised at 
the time. 

The real yardstick of any promo- 
tional undertaking is, of course, the 
ratio of cost versus results. While it 
See SELLING BANK SERVICES—Page 79 
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Use of a pre-audit proof procedure 
is an outstanding feature 


4 NEW IDEA in 
Savings- Loan Accounting 


by 
RICHARD H. SHORETT 


Executive Vice-President and Manager. 
Metropolitan Federal Savings and Loan 
Association, Seattle, Washington 


APID growth, gratifying as it is 
to a financial institution, also 
tends to put a strain on existing 

methods of work processing and often 
emphasizes the need for making 
changes. 

This was true in our case. Ten years 
ago, Metropolitan Federal assets 
totaled $2,816,500; by the end of 1954 
this figure had expanded to $15,414,- 
500. In 1944, the association had only 
3,800 members. Now we serve 10,500 
members with a monthly volume of 
7,800 savings, loan, and miscellaneous 
transactions. 

Thus it was that we found it neces- 
sary to develop a new system in order 
to meet the increased accounting re- 
quirements of our association. We 
sought one that would not only pro- 
vide rapid and accurate service for 
our customers, but would at the same 
time obtain the complete bookkeeping 
information necessary for the success- 
ful operation of our business, elim- 
inating as much after-hour work as 
possible. While our initial thinking 
was not specifically for a change in 
basic system, but for improvements 
in procedures, our study showed the 
need for far greater adaptability and 
elasticity than existing methods per- 
mitted. We found the solution in what 
we refer to as a pre-audit window 
posting plan, embodying completely 
new techniques and equipment. 

The plan has created wide interest 
among savings and loan associations 
in this section of the country. It 
would also seem to have application to 
the operations of mutual savings 
banks, and the savings departments 
of commercial banks. 

The basic concept of this plan was 
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MISS BARBARA CALEF 


MR. SHORETT 


Have major roles in developing the system innovation 


originated by officers-of Metropolitan. 
Miss Barbara Calef, secretary and 
comptroller, after outlining the results 
that must be accomplished, established 
the requirements from a functional 
and audit control point of view. There 
were many hours of analysis and study 
expended before the first customer’s 
passbook was posted under the new 
plan, but the success of the system 
justified the work involved. It not 
only accomplished the objectives we 
outlined, but gained for us many other 
benefits as well. 

Uppermost in our thinking was the 
need for excellent customer service. 
It is a universally accepted axiom that 
a pleased customer is the finest adver- 
tising possible. Our new plan aids 
this desired customer relationship 
through speed of posting at the win- 
dow and accuracy of passbook balance. 

Another prerequisite for the sys- 
tem we sought was the elimination of 
duplicate effort. The re-handling of 
records and figures, the auditing of 
the day’s work to confirm accuracy, 
all of which came at the end of the 


day, was not only time-consuming, 
and therefore expensive, but it created 
a problem in the possibility of making 
errors in the reading or entering of 
figures previously handled correctly. 
Our new system has eliminated not 
only the possibility of this type of 
error, but the necessity for the lengthy 
day-end audit. 

For day-to-day business operations 
it was essential, of course, that we 
obtain complete accounting records. 
We not only accomplished this, but 
the 27 totals we automatically obtain 
daily serve to speed teller balancing 
time and facilitate general ledger 
posting. 

The success of our system is due 
to its completeness and simplicity. 
Essentially the pre-audit plan consists 
of a very few operations. As a cus- 
tomer presents a deposit, deposit 
ticket and passbook at the window, the 
teller locates the customer’s ledger 
card and inserts it in the posting 
machine alongside the passbook. 

On the journal, at the left of the 
ledger, the teller prints the old bal- 
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Savings account posting, with pre-audit proof figures shown 





The same procedure is used in all types of postings 


ance to the account as shown in the 
passbook. From the ledger, the teller 
then prints the pre-audit proof figure, 
from which we derived the name for 
the plan. The pre-audit proof figure 
is a combination of the last extended 
balance plus the account number, 
added together. The teller then com- 
pletes the “pre-audit” work by print- 
ing the account number from the de- 
posit ticket. A double-zero proof is 
printed instantly on the journal, which 
proves the following four points: 

1. The correct account is in the 
machine, or the entries would not have 
balanced out. 

2. The passbook is up-to-date and 
in agreement with the ledger, or the 
pre-audit proof figure would not have 
balanced to double-zero. 

3. The correct old balance is credit- 
ed to the customer, or the balance 
picked up from the passbook would 
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not have proven to double-zero. 

4. The correct line of posting is 
being made; if the wrong ledger or 
passbook line were being posted, the 
entries would not have balanced out. 

With this automatic proof visible 
on the journal sheet, the teller com- 
pletes the transaction by selecting the 
proper control and indexing the 
amount of deposit. This figure, the 
date and new balance are printed on 
the passbook and ledger, and the new 
pre-audit proof figure is printed on 
the ledger. The amount of deposit is 
accumulated in the control. 

This same simple procedure is used 
for all types of postings. In our col- 
lection service, for example, the pre- 
audit proof procedure is followed for 
posting the payee’s passbook and 
ledger, and the journal in one opera- 
tion. In addition, an advice of credit 
is prepared as a by-product for the 
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at left on journal sheet 


payee. Then as the funds are dis- 
bursed to the payee’s accounts a com- 
plete Report of Collections is auto- 
matically prepared and mailed to the 
payee. This method has materially re- 
duced disbursement time. 

Because amounts are accumulated 
by controls, the totals are provided 
automatically at the end of the day. 
In addition, as totals are printed on 
control forms and on the journal, cash 
receipt entries accumulate to one 
grand total and disbursements to an- 
other grand total. The cash balancing 
figure is thus provided automatically, 
and when the teller balances cash, she 
merely compares it to the balancing 
figure. Our usual balancing time is 
around 20 minutes a day. In addition, 
back office work is eliminated since 
the pre-audit plan proves all trans- 
actions as they are posted. 


HE greatest benefit to the office 
has been the simplification of 
balancing procedures. Under our for- 
mer system and the systems of many 
associations, we used to add tickets by 
control; this is now done automatically 
through the utilization of direct ac- 
cumulations in as many as 27 distribu- 
tion registers. We formerly recapped 
totals; this is now eliminated. We also 
balanced ledger cards with old-new 
balance proofs; this is now eliminated 
by using the pre-audit proof figure. 
We also had to determine the cash 
balancing figure, which is now fur- 
nished automatically. Formerly 125 
transactions per window meant a busy 
day, and balancing took at least an 
hour. On peak days, we now can han- 
dle 250 transactions a day per window 
without difficulty, and average balanc- 
ing time remains about 20 minutes. 
In July, seven months after we in- 
augurated the pre-audit plan, we 
See SAVINGS-LOAN ACCOUNTING—Page 80 
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Financial facilities have been greatly extended 
and improved in recent years 


FRANCES BANKING SYSTEM 





Aids Economic Recovery 


HE French are saving again. 

These five words indicate that the 

French have regained confidence 
in their own currency and that is a 
tremendous factor in the recovery of 
their country. The inflation which has 
been going on ever since 1914 was 
arrested two years ago and economic 
expansion under a stable currency has 
taken its place. 

There have been several major fac- 
tors in the recovery of France. First, 
the natural richness of the country 
and the agricultural potential, which 
reduced to a minimum the necessity of 
importing foodstuffs. Second, the will- 
ingness to work long and hard which 
has always characterized the French 
people. Working hours in banks, in- 
surance offices, stores, factories and 


By 
FRANK PLACHY 


on the land range from 814 to 14 hours 
per day. 

Another major factor which has 
spark-plugged the French economy 
into its present favorable state is 
American aid. American peace-time 
aid to France began with the Marshall 
Plan, which replaced Lend-Lease on 
April 3, 1948, and from then until 
June 30, 1954, a total of five billion 
dollars has been sent to France. 

Another American contribution to 
France’s recovery, which has not yet 
borne its fruit, is the discovery of oil 
in the southwest, once almost a dere- 
lict area. The French subsidiary of 


Esso-Standard struck oil in the dis- 
trict between Bordeaux and Toulouse 
on March 24, 1954. The wells are ex- 
pected to yield a million barrels this 
year and Government officials think 
the field will eventually supply about 
one-quarter of France’s oil require- 
ments of 15 million tons a year. 

France’s economic recovery has also 
been greatly helped by the bringing 
into operation of great hydro-electric 
projects to supply power to the na- 
tion’s industries. They are harnessing 
the power which has been going to 
waste for thousands of years from the 
rivers rising in the Alps in the east 
and the Pyrenees in the south. 

As a result of these favorable influ- 
ences, to which many more could be 
added, the French banking system now 








Main offices of four large commercial banks, all having widespread branch systems. They have facilitie’ ul 
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Central Office, Credit Lyonnais, Paris 











Burroughs Clearing House 





[Li 














ligase Webins 


2,400 
2,300 
2,200 
2,100 


Dec. 31 


June 30 
1953 











1954 














Deposit rise reflects new French confidence in their currency 


shows much greater strength than in 
the past. Savings and other deposits 
are increasing rapidly. 

The solid nature of the improved 
confidence is shown in the gold market. 
France has always been a nation of 
gold hoarders and it is estimated that 
the peasant class holds about two bil- 
lion dollars’ worth of gold. However, 
in the past 18 months the demand for 
gold has fallen off almost to nothing. 
The commonest form of hoarding was 
the buying of the gold louis, which 
always commanded a heavy premium 
over bullion owing to its ease of secre- 
tion. Three years ago the louis was 
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quoted at 4,400 francs on the official 
gold market; now it changes hands at 
about 2,520 francs. 

Investors have turned to equity 
shares on the Paris Bourse, or stock 
exchange, which is busier than it has 
been in many years. Bank and insur- 
ance shares have risen greatly from 
their 1953 levels, and the same is true 
in iron and steel, and in other indus- 
tries, which have risen in an even 
greater proportion. 

French statistics, like those of most 
European countries, are not com- 
pletely up to date, but the accompany- 
ing table showing the national finan- 





cial balance sheet, gives a picture of 
the way things are going. The so- 
called masse monetaire, which com- 
prises notes in circulation and all 
demand deposits (including private 
deposits with the Bank of France, 
with the postal cheque system and 
with the French Treasury via certain 
governmental bodies), rose in the year 
to June, 1954, by roughly 11 per cent, 
the increase being almost equally 
divided between notes and demand de- 
posits. Time deposits are relatively 
small in the French banking system. 
A key to the improvement in French 
financial affairs lies in the fact that 
loans by the Bank of France to the 
Government in 1954 rose by only 7 
billion francs in contrast with in- 
creases of 139 billion francs and 150 
billion francs in the two previous 
years. 

In the following table the most in- 
teresting figures are those showing 
how credits to the private sector of 
the economy have expanded, and those 
showing the increase in holdings of 
gold and foreign exchange: 


NATIONAL FINANCIAL 
BALANCE SHEET 


Supply of Money and Its Employment 
(Billions of Francs) 








12-31-53 12-31-54 

Deposits waned —ieseerss FO 2,704 
Notes in Circulation. o«-202,910 2,551 
Da > ccactscditentnctdibcthstiliindssiciveiccs ee 5,255 
Credits to State..................... .«....2,020 2,189 
Credits to Private Sector............ 2,518 2,840 
Gold and Foreign Exchange........ 225 394 
Less liability items not included 

in mass monetaire (e.g. corre- 

spondence balances, time depos- 

its, capital and reserves, etc.)..—133 —168 
OE | Kiscvateieciibaiteewmbimtad 4,630 5,255 


The increase that is shown in note 
circulation has not been accompanied 


ciliti gor all types of customers, although installment lending is handled by specialized organizations 
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As confidence improves, stock trading booms at Paris Bourse 


by an increase in prices. Prices have 
been steady for two years, indicating 
that the increased volume of money 
has not been reflected in further infla- 
tion, but has been offset by the in- 
crease in the national production. 

Perhaps the best evidence of the 
improvement in French internal fi- 
nances is shown by the rise in the gold 
reserves held by the French Treasury. 
At the beginning of March these stood 
at $750 millions in comparison with 
only $175 millions a year before. An- 
other point is that the French are pay- 
ing off loans before they are due. For 
instance, a loan made to France by a 
group of New York banks of $200 mil- 
lions has now been paid off before the 
due date. It is now expected that the 
loan of $250 millions made by the In- 
ternational Bank to France for post- 
war construction will also be paid off 
before due date. 

There is still another point. France 


has been having a long run of monthly 
deficits with the European Payments 
Union, but it is now in surplus with 
the E.P.U., which observers think is 
mainly due to increases in agricultural 
exports, which have been aided by 
mechanization on the farms. 


HE French banking system has 
been greatly extended and im- 
proved in recent years. Appropriate 
banking facilities are available for 
every demand from that of the big na- 
tional industries down to the smallest 
shopkeeper and farmer. Much of this 
has been attained through such insti- 
tutions as the Credit Populaire and the 
Credit Agricole, which have head- 
quarters in Paris, with hundreds of 
branches and agencies throughout 
France and in Algeria, which is con- 
sidered a part of metropolitan France. 
The branches of these great insti- 
tutions have local directors who are 


personally acquainted with all their 
customers. It is really a vast co- 
operative bank organization, which 
brings banking facilities into the 
heart of practically every community 
in the same personal relationship as in 
American country banks. 

It may be pointed out here that in 
France part of the banking system is 
nationalized. The French Government 
owns all the shares in the Bank of 
France, which is the nation’s central 
bank. It also owns the majority of the 
shares of the Credit Lyonnais, the 
Societe Generale, the Banque Nation- 
ale Pour le Commerce & L’Industrie 
and the Comptoir National d’Es- 
compte de Paris. These are great 
commercial banks with widespread 
branch systems. They have hundreds 
of branches in France and in every 
country where French influence and 
business connections are important. 
These include Great Britain, Syria, 
Nigeria, Libya, the Belgian Congo, 
Egypt, Indo-China, Mexico, Switzer- 
land and Uruguay. They also have 
branches in the Saar. It is interesting 
to remember that during the war the 
London branch of the Credit Lyonnais 
became the head office of the bank for 
all branches not in occupied territory. 
The privately-held shares of the four 
larger banks are quoted on the Paris 
Bourse. Since the War great efforts 
have been made by these four banks to 
provide the large credits needed by 
France’s big industries. 

Sixth place in the French banking 
world and first among the banks that 
are not nationalized, is held by the 
Credit du Nord. This shows how im- 
portant French provincial financial 
institutions can be. The head office of 
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Customers’ lobby in Credit du Nord’s new head office, called a marvel of operating efficiency 


40 





Burroughs Clearing House 


22 











—— 

















+ SALARIES VS. JOB EVALUATIONS 
















































MONTHLY SALARY IN DOLLARS 
































This scattergram chart shows pro- 
posed salary structure in relation 
to evaluation points for 179 jobs 
‘covering 365 non-officers of the City 
National Bank & Trust Company. 
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Red dots indicate salaries out of line with job requirements 


THE GOAL: 


EQUITABLE STANDARDS 





Results of a Bank s 
JOB and SALARY SURVEY 


FTER six months of intensive 

A study, a project unique in the 

history of Kansas City banking 

has been completed by the bank, with 

results that were a revelation both to 

the management and bank personnel 
of our institution. 

A job survey, believed to be the first 
ever made by a commercial bank in 
this area, was undertaken by City 
National in order to obtain data for 
setting up systematic and equitable 
salary standards. 

The final report revealed two impor- 
tant points: (1) A surprising consis- 
tency in City National’s present salary 
pattern; and (2) a salary scale that 
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By 
G. WOODROW BALLEW 
Personnel Director, The City National 


Bank and Trust Company, Kansas 
City 41, Missouri 


compares favorable with others in 
Greater Kansas City. 

Particularly noteworthy is the fact 
that the survey was conducted by City 
National’s own employees and carries 
their stamp of approval. 

According to the survey, which cov- 
ered 365 non-officer personnel, less 
than 10 percent of the salaries paid 
by the bank are out of line—either 
higher or lower than the norm. 


“This report is especially gratifying 
in view of the fact that City National’s 
rapid growth during and after the war 
has made it difficult to follow a planned 
personnel program,” comments our 
president, R. Crosby Kemper. 

The report indicates that the major- 
ity of City National salaries are fair 
and equitable not only in relation to 
each other but also in comparison with 
those paid by other banks and business 
firms in Kansas City. The survey in- 
cluded interviews with numerous per- 
sonnel directors in the area, who 
provided salary statistics on 19 
“benchmark” or key jobs. These fig- 

See JOB AND SALARY SURVEY - Page 80 
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WILL SHE LOSE HER HOME, T00: 


Your bank can give a widow 
the most comforting words of all 


You can assure her that her home is safe—the mortgage 

has been paid in full. There is no danger of a double tragedy 
for her—no possibility of injurious community relations 

for you. Federal’s Mortgage Redemption Plan protects both 
the customer and the bank. Customers like Federal’s Plan 
because the low, low cost is simply included in their monthly 
mortgage payment. Bankers like Federal’s Plan 

for its simplicity and freedom from burdensome detail. 


Write today for complete information. 


FEDERAL ALSO OFFERS CREDIT LIFE AND DISABILITY PLANS THAT WILL 
BUILD YOUR INSTALLMENT FINANCE DEPARTMENT SAFELY AND PROFITABLY 


FEDERAL, 


LIFE and CASUALTY COMPANY 


Federal Offers You: 


A Custom Designed Plan based on careful study of 
your operations * Proven Customer Appeal « Simplified 
Streamlined Procedure » Complete Flexibility including 
Health and Accident coverage * Prompt Service « All 
Promotional Tools. 


HIGHEST RATING 

See Best’s and Dunne’s for rea- 
son’s why Federal enjoys their 
unqualified recommendation. 





PERSONAL PROTECTION 
SINCE 1906 


JOHN H. CARTON 
President 


HAROLD L. BUCK 
Vice President and Manager 
Credit Insurance Division 
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Savings-Loans Achieve 
Top Billing in Congress 

In the annals of finance, this year 
may go down as the Year of Maturity 
for the savings and loan industry. 
More than ever before, the Banking 
Committees of Congress are concerned 
with legislative proposals regarding 
the savings-and-loans, both as to the 
industry’s efforts to solidify and ad- 
vance its position and as to its com- 
petition’s endeavors to clarify the 
ground rules. 

As a starting point, the savings and 
loan industry, speaking through quali- 
fied witnesses in Congressional hear- 
ings, is asking Congress to sever the 
ties that bind the Home Loan Bank 
Board to the Housing and Home 
Finance Administration. The savings- 
loans are solidly backed by the Hoover 
Commission in their desire to establish 
the Home Loan Bank Board as an in- 
dependent agency, free from policy 
control by the political Administration 
in power. 

The principle at stake is readily 
recognized. The American Bankers 
Association has long held that bank 
supervisory agencies should be free 
from anything smacking of politics, 
with supervision of banks to be wholly 
disconnected with the philosophies of 
those elected to high office, either at 
State or National level. This was 
fought out five years ago when the 
Federal Deposit Insurance Act was 
enacted and when the Senate Govern- 
ment Operations Committee struck 
down an attempt to deprive the Comp- 
troller of the Currency of his final 
judgment in matters affecting nation- 
al banks. 

Now the savings and loan industry 
seeks similar status before the law. 
The industry wants the Home Loan 
Bank Board to operate as a free 


By JOHN DONOGHUE 


Washington Correspondent 





Home Finance officials differ 


agency in supervision of Federal sav- 
ings and loan associations just as the 
Comptroller of the Currency is un- 
inhibited in setting policies for the 
examination of national banks. Simi- 
larly, the industry wants the Federal 
Savings and Loan Insurance Corpora- 
tion to be free of political control in 
setting policies relating to savings- 
share insurance just as the Federal 


Deposit Insurance Corporation oper- 
ates as a free agency. And as a third 
parallel, the savings and loan industry 
wants its stand-by credit source, the 
Federal Home Loan Bank system, to 
be just as free from politics as is the 
case with the credit source of the 
banking industry —the Federal Re- 
serve System. 


All this is wrapped up in legislation 
embodied in the so-called Housing 
Amendments of 1955. For political 
expediency, the clause providing for 
“Independence of the Home Loan 
Bank Board” has been stuck into the 
current year’s housing bill, so as to 
forestall a Presidential veto. It is no 
secret that the Administration dis- 
likes the idea of cutting loose the 
Home Loan Bank Board from policy 
control. Housing and Home Finance 
Administrator Albert M. Cole, seated 
at the left beside Home Loan Bank 
Board Chairman Walter W. McAllister 
in the hearings view shown above, 








COVER PICTURE 


Congressmen and staff members of 
House Banking Committee, at work 
on 1955 housing amendments, in- 
cluding provision for independence 
of Home Loan Bank System. Read- 
ing clockwise, from left: Rep. 
Charles A. Vanik, Committee Con- 
sultant Orman S. Fink, Rep. Brent 
Spence (Chairman), Consultant 
John E. Barriere, Counsel-Clerk 
William J. Hallahan (nominated to 
Home Loan Bank Board), and As- 
sistant Clerk Elsie L. Gould. 
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directly opposed the political liberation 
of the Home Loan Bank Board as “not 
within the program of the President.” 
Yet, in this dramatic moment before 
the Senate Banking Committee, it was 
made clear that Mr. McAllister was 
under no compulsion to simply echo 
the views of the political Administra- 
tion, since he testified in favor of the 
Board’s independence. 

As a parting thought, a remark by 
Mr. McAllister may well be noted. 
The savings and loan industry, he 
holds, must accept that the transition 
from adolescence to maturity entails a 
great deal of self-discipline. 
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Regulating Competition 
For Savings and Mortgages 

Last year, the Senate passed a bill 
limiting the branching privileges of 
Federal savings and loan associations 
so that a Federal association would 
not be given an advantage over a 
State-chartered association. The action 
took place close to the end of the 
session, and there was no House action 
on the bill. 

This year, the same bill has been 
cleared by the Senate Banking Com- 
mittee. This clearance followed testi- 
mony by various financial groups. 

The principal thing that is different 


this year is the increasing support for 
the so-called “Bush Amendment,” pro- 
viding that the branching latitude for 
Federal savings and loan associations 
shall in no case be more restricted 
than that permitted to commercial 
banks. 

Democratic Senators Paul H. 
Douglas of Illinois, Wayne Morse of 
Oregon, and Herbert H. Lehman of 
New York were co-authors of a strong 
dissenting report on the Federal sav- 
ings-loan branch bill which was in- 
troduced by Senator J. Allen Frear 
of Delaware. Their contention is that 
if holding company or chain banking 
exists in any State, even though 
branch banking is not permitted, then 
that state is to be considered wide- 
open for Federal savings and loan 
branching purposes. This is the posi- 
tion taken by the Home Loan Bank 
Board, and if this amendment prevails 
the purpose for which the bill was 
entered will for all intents be defeated. 

Testifying on behalf of the Ameri- 
can Bankers Association, Paul A. 
Warner, president of the Oberlin 
Savings Bank Company of Oberlin, 
Ohio, termed the Frear bill “‘a fair and 
simple bill which clarifies the situa- 
tion” by maintaining the checks and 
balances inherent in the dual banking 
system as a protection to both Fed- 
erally and State chartered banks. 
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It has often been said that the bank 
check is the principal connecting 
link between the individual and his 
bank. If that is true, then it naturally 
follows that the individual will be 
happier if he can use exactly the style 
of check he prefers. The quickest 
and easiest way to insure this is to 
allow him to make his selection from 
the DeLuxe catalog when he opens 
his account. 


Mostoftheso-called ‘special’ checks 
that used to be so costly—and still 
are if treated as specials—are standard 
forms in our catalog. There your 
customer will see payroll checks of 
all kinds, voucher checks of every 
style, interleaved carbon checks 
to meet most situations . . . in 
fact, just about any format or 
binding he might require. All of 
these checks are priced moderately 
and as a rule the customer pays the 
full price. 


Large banks operating a number of 
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branches find our catalog of special 
value because it permits easy handling 
of orders in each branch by the people 
with whom the customer is in direct 
contact and to whom he looks for all 
his banking service. It relieves the 
pressure on the purchasing 
department by spreading the ordering 
detail. It creates a favorable 
impression on the customer because 
it emphasizes the scope of service he 
may expect to get in the particular 
branch where he has just opened 
his account. 


So don’t overlook the savings 
and convenience of the DeLuxe 
Standardized Check Catalog. It does 
a real job of supplementing the forms 
usually carried by the bank. It 
simplifies check ordering. It makes it 
easy for you to supply your customers 
with the checks they need. At the 
same time it saves you money, and 
over twelve thousand banks 
throughout the country find this 
saving worthwhile. 
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Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 








He said the A.B.A. urges enactment 
of the Frear bill on the ground that 
the legislation is needed: 


1. “To correct 
the omission of 
any specific au- 
thority in the 
statutes with 
respect to 
branches of 
Federal savings 
and loan asso- 
ciations. 

2. “To spell 
out in the stat- 
utes the policies 
to be followed 
with respect to 
establishment of branches rather than 
leaving the decision as to what policies 
should be applied to the discretion of 
an administrative board, the member- 
ship and philosophy of which are sub- 
ject to change. 

3. “To assure that in the establish- 
ment of branches there will not be a 
violation of States’ rights.” 

Meanwhile, during the hearings on 
the branching bill, there came to light 
a situation which has given the Home 
Loan Bank Board no little concern. 
Senator Prescott Bush, Republican of 
Connecticut, touched off the discussion 
by some pointed questioning of Home 
Loan Bank Board Chairman McAllis- 
ter as to some pending applications 
by savings and loan associations in 
California for permits to retain sav- 
ings account insurance upon conver- 
sion to State charters. 

It was explained that there is op- 
portunity for fast manipulating in 
these conversions. In Mr. McAllister’s 
words, “A group of people operating 
mutually and cooperatively build big 
reserves ... Then the management 
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| and the directors become interested 


in acquiring those reserves ... They 
convert that institution into a mutual 


| company, and then convert the mutual 
| company, 


in accordance with State 
law, into a permanent stock associa- 
tion . . . People who are on the ‘in’ 
buy the stock for $100 or thereabouts 
and it has a book value of $200, $300 
and up.” 

While refraining from accusing any 
person or association, Mr. McAllister 
made it clear that the Board was with- 
holding approval of conversions which 
appeared dubious; meanwhile, it has 
prepared a set of procedures to govern 
Federal-to-State charter conversions 
in such a manner that all persons con- 
cerned are duly notified and have full 
opportunity to share in any disposi- 
tion of reserves. 

The explanation of the Board’s atti- 
tude, as furnished to Mr. Bush by Mr. 
McAllister, was sufficient to allay the 
Senator’s misgivings, and accordingly 
he withdrew a roadblock to the res- 
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The Atlantic Ocean is coming to Detroit 


In the next ten years, the population of Metropolitan 
Detroit is expected to grow from a little over 3.4 million 
to nearly 4.3 million people. The St. Lawrence Seaway, 
a long-cherished dream about to come true, will be a 
vital factor in this growth. 

The Seaway promises a more prosperous and modern 
Detroit, more business opportunities, greater security, 
higher standards of living. 

The immediate challenge is to be ready. Will your 
business be in a financial position to keep pace with 
the growth of this area? Do you envision new directions 


that your business might take when cargoes from all the 
world flow through the great inland seaport of Detroit? 

To help you meet this challenge we offer greater 
resources and broader services at the National Bank of 
Detroit. Our connections with leading banks throughout 
Michigan, the nation and the world assure swift and 
competent handling of all banking business. 

We would like very much to discuss with you some of 
the opportunities that may apply to your business when 
the Atlantic Ocean comes to Detroit. Drop us a line and 
we will arrange a convenient appointment for you with 
one of our officers. 


More Friends Because We Help More People 


NATIONAL BANK 


OF DETROIT 


Member Federal Deposit Insurance Corporation 
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No. 7 in a series of discussions important to every 


the more profitable your 





























new quarters will be 


t h eC rly) O r © You wouldn’t consider hiring a bookkeeper whose fore- 


most qualifications were that he wrote a beautiful hand | 
and posted figures neatly. Your bank requires qualified 7 
bookkeepers, well-grounded in specialized knowledge 
and experience. Otherwise even petty errors could cost 


Y O LU r ad e hen! i g Nn E r you time, money — and many customers, 


The same logic applies in selecting an organization to f 
design new banking quarters — but here your bank’s ei 
entire future is at stake. Functional efficiency, work out- 
k b t put, customer attitudes, ability of new quarters to 
NOowsa Ou attract new business — all can benefit vitally from your 
designer’s creative talent, if he has a thorough knowl- 

edge of banking methods and operations. 





k . This is why bankers prefer our specialized services. We 
b an in gO have both the banking know-how and the architectural 
talent to design beauty around function . . . and thus 
create profitable new quarters. We have completed 
nearly 3,000 bank projects across the nation, and aver- 
age a completed project every 3 working days. 








operations 


Years of analyzing bank operations have given us an 
inside knowledge of banking business. Our designers 
pioneered scientific space planning, engineered back 
counters, and many other new trends in bank layout 
... have brought to banks a bold new concept of design 
as a magnet to attract new business, new customers. 








Demand for our services enabled us to assemble an 
organization of bank designing specialists—the world’s 
largest. This we have built into a teamwork operation 
that plans and designs banks of all types — from small 
neighborhood banks with modernization budgets of 
less than five thousand dollars to new multi-story bank 
office buildings costing millions of dollars, 








Write us for a list of completed projects in your area. 
Call us in early in your planning, without obligation. 


Headquarters: ST. LOUIS, 9Tn & Smney STREETS 
Offices in: ATLANTA, WestEeRN Union BLipc. 


Roe Arent Duling ¥ 


SAN FRANCISCO, 275 Post Street 


Operating Outside the Continental U. S. as: 
Banx Bur~pinc CorPoraTION INTERNATIONAL 


Operating in Mexico as: Epiricios Para BaNncos 
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also creators of America’s outstanding office buildings 













































































FIRESTONE BANK, AKRON, OHIO 
Designed and under construction by 
BANK BUILDING CORPORATION 


We invite you to visit us in St. Louis. Take a trip through Mr. J. B. Gander, President 


BANK BurILDING AND EQuipMENT CorPORATION OF AMERICA 


our plant . .. see how the world’s largest organization of 9th and Sidney Streets, St. Louis, Mo. 


bank building specialists carries a project through from 
preliminary sketch to final details of completion. 


Send my free copy of: “WHAT HAPPENS TO BUSINESS AFTER 
A BANK MODERNIZES,” 


On or about. we contemplate: 


CJ C) O ‘= 


If you're contemplating ~a NEW MODERNIZED NEW MODERNIZED 
banking quarters, send for BUILDING QUARTERS FIXTURES FIXTURES 
your complimentary copy of 

the new survey report, NAME. 

“What happens to business 
after a bank modernizes.” 
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toration of independence to the Home 
Loan Bank Board. 

Chances for House action on the 
savings and loan branching bill are 
regarded as hopeless for this year. 
Chairman Brent Spence of the House 
Banking Committee has long taken a 
paternal interest in the Federal sav- 
ings and loan movement, and is not 
considered likely to show any great 
alacrity in pressing the bill. 
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Bank Merger Legislation 
Gaining Impetus 


Chairman Emanuel Celler of the 
House Judiciary Committee is well 
on the way to perfecting legislation 
that will subject bank mergers to 
Federal Government supervision. Still 
smarting from the lack of success in 
his try to block the recent large New 
York City mergers, he is now coming 
up with a double-barreled plan to Fed- 
eralize the control of mergers. 

One Celler measure is a clarifica- 
tion of the Clayton Anti-Monopoly 
Act to make it apply to acquisitions 
of assets as well as to acquisitions of 
stock. It has been repeatedly con- 
tended in hearings on centralized 
banking power, that a forbidden pur- 
chase of a bank’s stock can be cir- 
cumvented by the purchase of its 
assets. When Mr. Celler protested to 
the Department of Justice about the 
New York mergers, the reply was 
that the cases complained of were 
asset acquisitions, not stock acquisi- 
tions, and therefore not covered by 
Section 7 of the Clayton Act. A bill 
to close this legal gap is now before 
Mr. Celler’s committee. 

The other Celler measure moves in 
from a different direction. It is an 
amendment of the Federal Deposit 
Insurance Act which provides that 
every proposed bank merger must be 
cleared in advance by the State or 
Federal supervisory agency which 
would have supervisory authority over 
the merged institution. 

This second measure appears to 
have considerable promise, for it is 
generally agreed to by the Federal 
Reserve Board and the Federal De- 
posit Insurance Corporation. An in- 
teresting feature is the substitution 
of the word “unduly” in place of “‘sub- 
stantially” in describing the extent 
of “lessening of competition’ which 
would be legally fatal to a proposed 
merger. It was the F.D.I.C. that in- 
sisted on the change, for the merger 
of a weak bank into a strong one is a 
favorite supervisory device — and in 
some cases it not only “substantially” 
lessens competition in a community 
but eliminates it entirely. The F.I.D.C. 
viewpoint was fully shared by the 
Federal Reserve Board. 
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As the first session of the 84th 
Congress draws to a close, the odds 
are favorable on Mr. Celler’s drive to 
win Congressional approval of at least 
one if not both of his bank merger 
control bills. 
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Bank Holding Company 
Bill Up for Action 


On July 5, the Senate Subcommittee 
on Banking, with Senator J. Allen 
Frear of Delaware as acting chair- 
man, takes up the bank holding com- 
pany bill that was passed by the 
House June 14. This is the farthest 
progress that advocates of the bill 
have achieved in the 18 years of effort 
to win enactment of a bank holding 
company regulatory bill. 

The best previous effort was in the 
Republican 80th Congress, when the 
Senate Banking Committee reported 
out a bill entered by the late Senator 
Charles W. Tobey. However, the bill 
never cleared the Republican Policy 
Committee and perished with the clos- 
ing of the session. 

This time it is a vastly different 
situation. The bill has passed the 
House, and the leaders of the Inde- 
pendent Bankers Associations have 
been pounding on Senate office doors 
most assiduously in their effort to 
build up steam for Senate action. They 
would like, of course, to obtain Senate 
clearance of the bill before the sched- 
uled July 31 adjournment of Congress. 
This seems unlikely, however, and the 
Independents may have to be content 
with clearing the bill through the 
Banking Committee and getting it 
placed on the Senate Calendar for 
consideration in 1956. The big ad- 
vantage held by the Independents is 
that they have a whole year’s time 
to work in. 

Representative Jesse P. Wolcott, 
Michigan Republican, former chair- 
man and now ranking minority mem- 
ber of the House Banking Committee, 
led the opposition to the bill in the 
House. This has been a matter of 
some wonderment to observers who 
recall that in 1948 Mr. Wolcott intro- 
duced a closely similar bill, and as 
Banking Committee chairman held 
hearings on it. The explanation, it 
now appears, is wholly a matter of 
party strategy. It was originally hoped 
that the resolution of the bank holding 
company issue would be a non-parti- 
san matter, but such was not to be. 
Very early in the House hearings, Mr. 
Wolcott noted that there was a tend- 
ency on the part of some Democrats 
to cast blame on the Republican Party 
for whatever they found wrong with 
bank holding companies. He resented 
this, and found no way to fight back 
other than to oppose the bill. 
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the planning of an appropriate bonding 
program for a financial institution, there is no 
substitute for experience. For no formula 

or automatic procedure can satisfactorily replace 
a skilled, individual analysis in determining 

a firm’s exposure to loss or in prescribing the 


needed form and amount of coverage. 


F&D customers have the comfort and satisfaction 
that come from knowing that this company’s 
recommendations are based on 65 years of specialized 
experience in analyzing and meeting the bonding 


needs of all types of financial enterprises. 
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TOUGH 
PROBLEMS IN 


The Philadelphia National will help you crack them— 
with the largest, most active Foreign Department 
in the Delaware Valley. 


Banks without foreign departments can profit in 
financing foreign trade originating in their banking areas. 
Cooperating with The Philadelphia National—you 
provide the credit judgment; we provide the mechanics 
and “know how’ in handling the documents. Your 
customer benefits and both your institution and 

ours are adequately compensated. 


Let us explain how we can “get together”’ on 
handling such transactions. 


THE PHILADELPHIA NATIONAL BANK crecnizes 1803 


PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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THE PERSONALITY SPOTLIGHT 








A spirited contest looms for the 
1955-56 vice-presidency of the Amer- 
ican Bankers Association, with in- 
creased activity in behalf of both 
announced candidates, Erle Cocke, 
vice-chairman of the board and chief 
executive officer of The Fulton Na- 
tional Bank of Atlanta, and Harry 
M. Arthur, president, Arthur State 
Bank, Union, South Carolina. 

In behalf of Mr. Cocke, the Georgia 
Bankers Association headquarters an- 
nounces the endorsement support of 
the Alabama Bankers Association and 
the Florida Bankers Association. Mean- 
while, the South Carolina Bankers 
Association states that the Associa- 
tions of Florida, North Carolina, and 
Texas have joined with it in passing 
resolutions calling upon the American 
Bankers Association to amend its by- 
laws to require the office of president 
and vice-president to be alternated 
each year between an officer of a 
national bank and an officer of a state- 
chartered bank, with the office of treas- 
urer to be alternated each two years. 


* 


Some major changes have been made 
in the top management echelon at 
Valley National Bank, Phoenix, Ari- 
zona. 

H. L. Dunham, one of Arizona’s 
best known banking personalities, has 
become vice-chairman of the board and 
will now devote the major portion of 
his time to long-range planning and 
other management assignments, par- 
ticularly related to problems of branch 
and service expansion. 

James E. Patrick, who has been vice- 


Valley National vice-chairman 


H. L. DUNHAM 
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ERLE COCKE 





HARRY M. ARTHUR 


Campaigns quicken in their behalf for A.B.A. vice-presidency 


president in charge of operations and 
personnel, has 
been named 
executive vice- 
president to suc- 
ceed Mr. Dun- 
ham. 

Supervision of 
the bank’s home 
office operations 
has been added 
to the duties of 
James Dismuke, 
vice - president 
and cashier. 

R. M. Long, 
assistant vice-president, has succeeded 
Mr. Patrick as head of operations and 
personnel. 

Vice-president of the Arizona Bank- 
ers Association, Mr. Dunham is also 
extremely active in civic projects. 

The Valley National Bank has an- 
nounced a new policy of naming area 
supervisors throughout the statewide 
system who will have overall charge 
of customer contacts in their districts. 

In the first such appointment, Vice- 
President Clayton Hakes has been ap- 
pointed area super- 
visor for three 
Eastern Arizona 
counties. In his 
new post he will 
head the bank’s 
business develop- 
ment, community 
and public relations 
programs in the 
area. Branch man- 
agers in the three 
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C. HAKES 





counties will continue to be responsible 
for their individual operations but will 
confer with Mr. Hakes on policy. 

o 


George H. Brown, Jr., has been 
appointed executive vice-president of 
Girard Trust Corn Exchange Bank, 
Philadelphia. He is in charge of the 
banking department and in his new 
capacity will, in 
the absence of the 
president and 
board chairman, 
perform the du- 
ties and have the 
authority of the 
president. 
Although only 49 
years old, Mr. 
Brown has served 
the bank for 32 
years. He began 
G. H. BROWN, Jr. his career as a 

clerk at the age of 
17. In 1949 he was placed in charge of 
Girard’s large trust department, and 
last year he assumed direction of the 
banking department. 

Thomas F. Morrison has been ad- 
vanced to assistant vice-president and 
assigned to the Bank of Germantown 
Office of Girard Trust. 
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Dillon J. Ross was recently elected 
president of Jefferson Bank and Trust 
Company, St. Louis, Missouri, succeed- 
ing Peter W. Herzog who was elected 
chairman of the board. 

Mr. Ross has been executive vice- 
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The New Model 205 
Microfilm Recorder 


For situations where you 
want a separate recorder, 
we recommend this compact 
equipment. It’s actually a 
Micro-Twin with the 
Reader removed, thus giv- 
ing you extra working 
space. See right-hand col- 
umn for details. 














The Micro-Twin I 
e 

Recorder-Reader 
Here is the revolutionary I 
new microfilming machine fA ell, e 
that has put the penny back ‘ © 
into business! Imagine... e 
you get a recorder and 7 
reader in one unit for less 
than you’d expect to pay ; 
for a recorder alone! i 
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SOLD AND SERVICED BY 


Bell Howell / Burroughs 


MICROFILM EQUIPMENT 

















you have ? 





The New Model 206 
Microfilm Reader 


For times and places where 
Separate Readers are 
needed. This handy portable 
Reader weighs only 16 
pounds, projects 8-, 16-, or 
35-mm. film with the same 
lens and film guide. The im- 
age can be completely ro- 
tated on the reader screen. 


We’ve got the low-cost answers 


to your microfilming problems! 


If you keep records, here’s the great- 
est microfilming news in years! 





Whatever your needs, Burroughs and 
Bell & Howell bring you a new, mod- 
ern, low-cost line of microfilming 
equipment to do the job quickly, 
efficiently and economically. 





The bellwether, of course, is the mar- 
velous Micro-Twin Recorder-Reader 
in one unit. Businesses of every size 
and description find it gives them a 
complete microfilming system at a 
price never before possible—in fact, 
for less than they had expected to pay 
for a recorder alone! 


B 5 
WHEREVER THERE’S BUSINESS THERE’S urroughs 


Two All-New Products! 


Now, to accommodate the needs of 
every firm, in every situation, we 
proudly present the new Model 205 
Recorder and the new Model 206 
Reader. These great new units give 
complete flexibility to your record- 
keeping operations. 


Now, more than ever before, when 
you think of microfilming, think of 


Burroughs! For a demonstration, call © 


our nearest branch office—listed in 
your phone directory. Burroughs 
Corporation, Detroit 32, Michigan. 


“Burroughs” and “‘Micro-Twin”’ are trade-marks 
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Look at these 
Burroughs-Bell & Howell 
microfilming features! 


AUTOMATIC ENDORSING with 
the new automatic check en- 
dorser. Clean, fast, easy, accu- 
rate endorsing during micro- 
filming. No more partial 
endorsements or total blanks. 
Always complete, distinct, and 
in the proper position. 
AUTOMATIC FEEDING with the 
optional Acro-Feeder. Feeds 
documents into the Micro- 
Twin or Model 205 Recorder 
as fast as operator can pre- 
pare. Fast hand-feeding at a 
high recording speed, too. 
EXCLUSIVE INDEXING METER 
facilitates rapid location of 
desired items. One dial in- 
dicates movement of film 
through camera, the other 
shows movement of film 
through viewer. 

LOW FILM Cost—Record front 
and back of document side- 
by-side simultaneously, or 
print down one half of film 
and up other half. 


CHOICE OF LENSES—Either 37 
to 1 reduction ratio camera 
lens, or 24 to 1 lens for hard- 
to-read material, is available 
in both the Micro-Twin and 
Model 205 Recorder. Your 
choice of interchangeable 37 
to 1 or 24 to 1 lenses in the 
Model 206 Reader too. 
CLEAR VIEWING—even at high 
noon! And to make facsimile 
prints in the Micro-Twin, just 
place photocopy paper in the 
viewer and process the print 
in a moment. You don’t even 
need a darkroom! 
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president of Jefferson Bank since Jan- 
uary, 1954, and is a veteran of more 
than 25 years banking experience. He 
is also executive vice-president of Del- 
ta Loan and Finance Company which 
operates offices in two states. 

Before joining Jefferson Bank, Mr. 
Ross was president of Southwest Bank, 
St. Louis. Previously, he was vice- 
president of General Contract Corpo- 
ration, with headquarters in Sikeston, 
Missouri, and in this capacity had 
charge of various offices in Missouri, 
Arkansas and Kentucky. 


Mr. Herzog has been president of 
Jefferson Bank since 1950. He is also 
president of Delta Loan and Finance 
Company. Earlier, he was associated 
with the Bank of St. Louis in various 
official posts for 20 years. 


e 


A noteworthy feature of the 20th 
anniversary commencement exercises 
of The Graduate School of Banking, 
Rutgers University, was a citation to 
John W. Remington, a member of the 
first G.S.B. Class of 1937, for outstand- 
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IN EVER-GROWING PUERTO RICO 


Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 


Our experience and full 


knowledge of local people and conditions are at your dis- 


posal. 
Banco 


FOUNDED 1895 


54 







CREDITO Y AHORRO PONCENOJEuEs 


MAIN OFFICE: PONCE, PUERTO RICO 
Member Federa: Deposit insurance Corporation 





ing service and leadership in the field 
of banking. 

Mr. Remington, who is president of 
the Lincoln Rochester Trust Company, 
Rochester, New York, received the 
Ayres Leadership Award of The Grad- 
uate School. This award was estab- 
lished to honor the late Brigadier 
General Leonard P. Ayres, noted 
banker and economist who served on 
the G.S.B. faculty since its inception. 

In 1949-50, Mr. Remington served as 
president of the A.B.A. trust division, 


oe 
Carrel Weaver has been elected 
president of the Oakland Bank of 
Commerce, Oakland, California, suc- 


ceeding his father, Albert S. Weaver, 





A. 8S. WEAVER 


C. WEAVER 


Father and son team 


who has moved up to chairman of the 
board. The latter has served as presi- 
dent since 1937. 

Executive vice-president since Janu- 
ary, 1954, Carrel Weaver had previous- 
ly been a vice-president. 


+ 


A veteran banker whose career dates 
back to 1915, Ralph J. Miller has been 
promoted to executive vice-president 
and secretary by Peoples First Na- 
tional Bank & Trust Company, Pitts- 
burgh. 

Mr. Miller has been vice-president 
and secretary since 1951. He began his 
banking career as an assistant national 
bank examiner, later became _ chief 
examiner for the Federal Reserve Bank 
of Cleveland, and joined Peoples Sav- 
ings & Trust Company of Pittsburgh 
in 1924. He was elected vice-president 
and comptroller of Peoples-Pittsburgh 
Trust Company in 1930, and when it 
merged with the First National Bank 
in 1946 to form the present institution 
Mr. Miller was elected vice-president. 


e 


After twice retiring from banking, 


| O. A. Torgerson has been named pres- 


ident by The Bank of Kodiak ( Alaska), 
to fill the vacancy created by the ill- 
ness of Marshall Crutcher. 

Mr. Torgerson was the organizer and 
first president of the bank, and served 
as mayor of Kodiak for a year. In 1947, 
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COMPLETE 
POSTING 
UNIT 

includes: 
posting trays, 
Hi-Lo stand, 
desk, sorter, 
and indexing. 


@ LARGER SELECTION 
© EXTRA FEATURES 
@ INSTANT CAPACITY CONTROL 

® “SHEET IRONING” COMPRESSION 


Only LeFebure offers ten complete lines in over two 
hundred stock sizes—built to fit your sheets at no 
extra cost... and using steel, aluminum, and mag- 
nesium to fit every tray to a specific use. The results 
of this proper use of features and materials has 
made LeFebure Corporation the WORLD'S LARGEST 
MANUFACTURER OF POSTING TRAYS, TRAY BINDERS 
AND STANDS. 


ADJUSTO 
LEDGER 
TRAY-BINDER 


Magnesium 
Post-to- Check 
Trays 


Savings Ledger 
Trays—six types. 















Check Insert 
Trays for file or 
desk reference. 


Aluminum, or Steel 
Post-to- Check 
Trays 











Note Trays 
of Aluminum, 
Magnesium 
or Steel. 


Installment Loan 
Trays—four types. 
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Just as Allison Payment Coupon Books bill and collect each 
installment quickly and efficiently, they can also advertise your 
many other bank services. 

Advertising inserts placed between payment coupons kee 
your sales story before your customer for the life of the boo 
. ». a monthly reminder to use all the services of your institu- 
tion. Remember, present customers are your best prospects. 

The cost? Only pennies per book. For example, if you use 
10,000 Allison Coupon Books, you can have twelve hard-hit- 
ting inserts in each book for about five cents additional per 
book. You will have a year-long advertising campaign that 
gets new business from old customers. 

For more business per loan account, mail this coupon today. 
We will show you how Allison Coupon Books can sell your loan 
services while collecting and processing your payments. Mail 
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he sold his financial interests with the 
idea of retiring, but soon organized 
the Desert Bank at Cathedral City, 
California. Early last year this institu- 
tion was merged with the Citizens Na- 
tional Bank of Riverside, and Mr. Tor- 
gerson again “retired,” only to heed 
the call to return to Kodiak. 


a 


Among financial leaders receiving 
honorary scholastic awards last month 
was Kenton R. Cravens, president, 
Mercantile Trust Company, St. Louis. 
He was given a citation for distin- 
guished service by the University of 
Kansas, from which he was graduated 
in 1925, 


eo 


An important appointment at Bank 
of America makes D. C. Sutherland 
head of the in- 
stallment credit 
loan department 
at the San Fran- 
cisco head office. 
Previously vice- 
president and 
manager of B. 
of A.’s main 
office in Pasa- 
dena, California, 
Mr. Sutherland 
in his new post 
succeeds Lloyd 
Mazzera who was recently advanced to 
executive vice-president and chairman 
of the general finance committee. 

Mr. Sutherland will now supervise 
the bank’s consumer lending activities 
throughout its statewide system. He 
began his banking career in Nevada in 
1925, and joined Bank of America in 
1947 as assistant vice-president at the 
Los Angeles headquarters. Later that 
year he was transferred to the Pasa- 
dena main office, became manager in 
1949 and vice-president the following 
year. 

Walter E. Snow has been promoted 
to assistant vice-president at the head 
office and will supervise accounts re- 
ceivable financing activities of North- 
ern California branches, as well as 
lending operations in the field of in- 
direct collections and factoring. 

In the Los Angeles area, Hobart M. 
Moxness, Robert O. Bates and Carlton 
E. Wood have also been advanced to 
assistant vice-presidents. 


D. C. SUTHERLAND 


+ 


I. F. Betts, president of The Ameri- 
can National Bank of Beaumont (Tex- 
as) has been appointed chairman of the 
committee on government expendi- 
tures of the U.S. Chamber of Com- 
merce. This group, which keeps in 
close touch with the Treasury Depart- 
ment and Bureau of the Budget, ana- 
lyzes Federal spending and develops 
recommendations designed to promote 
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greater efficiency and economy in the 
use of tax dollars. It is currently en- 
gaged in studies of Federal personnel 
management and budget processes. 

Mr. Betts is serving his second term 
as a member of the Chamber’s board 
of directors. 


5 


B. A. Tompkins has resigned as 
executive vice-president of Bankers 
Trust Company, 
New York City, to 
become first presi- 
dent of the newly 
formed Greater 
New York Associa- 
tion, Inc., a non- 
profit racing asso- 














ciation authorized 
by recent legisla- 
tion. 


B. A. TOMPKINS 


A Bankers Trust 
officer for 37 years, 
and a director since 1925, Mr. Tomp- 
kins will continue to serve on the 
board and as a member of its executive 
committee. Among his many other 
activities he is a trustee of the Bowery 
Savings Bank. 

Promoted to assistant vice-presidents 
at Bankers Trust are Arthur B. Griffin, 
Jr., and E. G. Grimm. Four new assis- 
tant treasurers include R. F. Ahlborn, 
C. B. Haff, F. Mauro and W. L. 
Rockholz. Appointed assistant man- 
ager of the London office is David 
Summers; S. C. Wisely is auditor. 


° 


New president of the Merchants & 
Savings Bank, Janesville, Wisconsin, 
is John H. Matheson who has served 
as executive vice-president since 1952. 
He succeeds the late Robert B. Mc- 
Roberts. J. Wesley Wiseman, head of 
the farm service department, is now a 
vice-president. 


° 


Herschel Bess has been named presi- 
dent of the National Bank of Caruth- 
ersville, Missouri, following the death 
of Hugo L. Boeving. 


- 


After having been named vice-pres- 
ident in January, Howard L. Plumer 
has been further promoted to senior 
vice-president and assistant to the 
president at the Hollywood (Califor- 
nia) State Bank. L. E. Kassan is now 
an assistant cashier. 


4 


One of the outstanding bank officers 
in the field of operations, Charles H. 
Gordon, vice-president, Seattle-First 
National Bank, has been elected a vice- 
president of the Controllers Institute 
of America. He has been active in the 
Institute for many years and a director 
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Uncontrolled entrance of hot, hu- 
mid outside air — or escape of 
cooled inside air — ends with the 
installation of a revolving door en- 
trance. All area right up to the 
doors is kept uniformly cool and 
comfortable. Failure of cooling 
systems due to overloading is held 
to an absolute minimum. In fact, 
systems of less capacity can be 
specified . . . safely and at sizable 
savings . . . by including revolving 
doors in original building plans. 
And savings on year-round air con- 
ditioning costs average 25% or 
more, as proved by hundreds of 
tests in every part of the country! 
There’s a host of cost-cutting facts 
like this in the new International 
Entrance-Planning Manual. Use the 
above coupon now! 
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at the Farmers & Merchants State 
Bank, Tulsa, Oklahoma. 


See Sweet’s Architectural File or 
7 classified section of your Telephone Directory 
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since 1953; he is also a past president 
of the National Association of Bank 
Auditors and Comptrollers. 


+ 


With its investments having. risen 


to over $60 million, the Citizens Na- 
tional Trust and Savings Bank, River- 
side, California, has established a new 
investment department, with Vice- 
President R: B. Hampson, Jr., as its 
head. One of his first steps will be to 
visit banks and investment houses. 
Vice-President Vernon C. Fletcher 
has succeeded’ Mr. Hampson as man- 
ager of the main office in Riverside. 
Norman E. Geib, vice-president and 


loan officer, is assuming new duties in 
public relations. 


e 


The National Bank of Toledo 
(Ohio) has also newly established an 
investment department, to consolidate 
supervision of bank, pension fund, and 
trust department investments. Presi- 
dent Milton Knight points out that the 
bank’s own investment portfolio now 
totals approximately $44,500,000; also 
that the growth of industrial pension 
funds and increased activity in_ the 
trust department has caused invest- 
ment activity at the bank to increase 
substantially during recent years. 
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It will now be concentrated under 
Howard Wilson, who for the past 25 
years has been associated with the 
investment banking business in New 
York City, and who joins the National 
Bank of Toledo as vice-president in 
charge of the investment department. 
Since 1950 he has been with Eastman, 
Dillon & Company. 


e 


Royden Brown and Harold W. 
Cuckler have purchased the Brighton 
(Colorado) State Bank from Robert 
E. Marek: Mr. Brown is now president 
and Mr. Cuckler vice-president. They 
also serve in these capacities at the 
Trinidad (Colorado) National Bank, 
which they likewise own. 


e 


An award has been given to the 
Commercial State Bank & Trust Com- 
pany, New York City, for outstanding 
achievement in the field of manage- 
ment-shareholder relationships, Jacob 
Leichtman, president, received the 
award from Benjamin A. Javits, who 
heads the United Shareholders of 
America, Inc. 

The bank was cited by the share- 
holder organization for encouraging 
participation in American corporate 
ownership. 


e 


The Fidelity-Philadelphia Trust 
Company has joined the ranks of finan- 
cial institutions that now have women 
officers. Dorothe E. Connell, until re- 
cently the assistant head of the book- 
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B. A. DOERNBACH 


Move up to officer rank 


keeping department, has become an 
assistant treasurer along with George 
K. Hartman and Everett G. Walk. 
Betty A. Doernbach, in the personnel 
department, has been named an assist- 
ant secretary. 


* 


At the Ouachita National Bank in 
Monroe (Louisiana), Thomas C. Stan- 
difer has been advanced to vice-pres- 
ident and cashier, Robert Cowden to 
vice-president, and F. T. McLeland to 
assistant cashier. 


= 


Due to ill health, J. Ralph Hamilton 
has resigned as chairman of the board 
at The Anniston (Alabama) National 
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Bank, and S. L. Galbraith has moved 
up from president to succeed him. 
Thomas. B. Harrell, who has been 
executive vice-president, assumes the 
presidency. 

Mr. Galbraith has served as president 
since 1942. Mr. Harrell has been in 
banking for some 25 years, but came 
to the Anniston National in 1953 from 
the Citizens and Southern National 
Bank of Macon, Georgia. 


. 


Ae 


In expanding its services in -the 


downtown area of Tucson, Arizona, 
the Bank of Doug- 
las has opened a 
new office in the 
heart of the busi- 
ness. district. G. 
Clarke Bean, vice- 
president, has been 
appointed senior of- 
ficer in charge of 
the three Tucson 
branches. Moving 
with him to the new 
downtown branch 
as manager is Thomas C. Fleming, as- 
sistant vice-president. 











G. C. BEAN 


a 


Active in Dallas banking for over 
30 years, particularly in the corres- 
pondent field, Robert J. Downs has 


* 


become a vice-president, of the Texas 
Bank & Trust Company where he will 
serve in the correspondent bank de- 
partment. He was in this type of work 
from 1947 to 1954 with the Dallas Na- 
tional Bank, and for the past--several 
months was with the City National 
Bank in Houston. 

Lynn. E. Bowerfind, in charge. of 
the industrial department at Texas 
Bank, has been elected assistant to the 
president. 


A 


Due to ill-health, Raymond G. Han- 
nahs has resigned after serving 24 
years as president of The Watertown 
(New York) National Bank, but has 
been appointed board chairman. His 
successor as president is Brainard C. 
Rushlow, vice-president since 1944, and 
previously a national bank examiner. 
Robert F. Carpenter has been advanced 
to senior vice-president and trust offi- 
cer. 

° 

An assistant vice-president since 
1953, A. M. Smith has been promoted 
to vice-president at Bank of Nevada, 
Las Vegas. 


e 


Three tank employees were among 
the winners of Distinguished Salesman 
Awards presented by the Billings 





Bank salesmanship award 


(Montana) National Sates- Executives 
Club. Miss Anne Pekovich of the Mid- 
land National Bank is shown receiv- 
ing an “Oscar” as top salesman of the 
bank, while President John C. Tenge 
(left) looks on. 

Other winners were Mrs. Donald 
MacDonald of Security Trust and Sav- 
ings Bank, and Miss Joyce Wuertz of 
the First National Bank. 


° 


As another step in its expansion pro- 
gram the Broad Street Trust Com- 
pany, Philadelphia, plans to acquire 
through merger The Morton (Penn- 
sylvania) National Bank, located in 
Delaware County. Milton Ancker, 
president of the Morton institution, 
will become chairman of the advisory 
committee, and James Patchell, now 








Profit Improvement... 





An improved home means improved profit if the 


loan to make it possible is issued by your 


institution. Whether a house is being made warmer 


or cooler, higher or wider, getting a new roof 


or a new garage, it means profit — 


if you get the business. 





) INSURANCE SERVICE SAFEGUARDING 


60 









Ki 








‘cs 






































A big help in getting it is to offer credit life, 
accident and health insurance. Your customers’ pennies protect 
their dollars, and you gain in good will. A call, wire or 


letter will bring the man from Old Republic to your desk with full details. 


CREDIT LIFE INSURANCE COMPANY 
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vice-president and cashier, will be vice- 
president in charge of the Morton 
Office. 

Associated with Broad Street Trust’s 
credit department, John M. Horan has 
been named an assistant secretary. 


° 


Harold C. Brown has resigned as 
vice-president and comptroller of the 
Marine Midland 
Trust Company of 
Southern New 
York, Elmira, to be- 
come - comptroller 
of the Marine Mid- 
land Corporation of 
Buffalo, holding 
company for the 10 
Marine Midland in- 


stitutions in New De 
York . State. Mr. H. C. BROWN 


Brown is a_ past 

president of the Southern New York 
Conference of Bank Auditors and 
Comptrollers, and is secretary-treas- 
urer of the Eastern Regional Confer- 
ence of Bank Auditors and Comptrol- 
lers. 

Named comptroller at the Marine 
Midland Trust Company of Southern 
New York is Vice-President Raymond 
E. Whitley, while Cyril J. Derrick has 
been ‘elected assistant vice-president 
in charge of operations. 


° 


Named new directors of The Chase 
Manhattan Bank, New York City, are 
two top insurance leaders: J. Doyle 
DeWitt, president, Travelers Insurance 














R. D. MURPHY 


J. D. DeWITT 


Insurance and banking 


Companies, and Ray D. Murphy, presi- 
dent, Equitable Life Assurance Society 
of the United States. Mr. Murphy is 
currently president of the Life Insur- 
ance Association of America. 

Chase Manhattan has assigned Roger 
M. Keefe, assistant vice-president, to 
the official staff managing the bank’s 
business in the Far West. 


* 


Following merger of The Irvington 
National Bank and Trust Company 
with The County Trust Company, 
White. Plains, New York, Cashier 
David J. Condon of the Irvington insti- 
tution has become vice-president in 
charge of the Irvington office of 
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Todd Register Checks—the insured remittance service— 
bring thousands of new customers into banks all over 
the country. North, east, south, west—profits, sales, 
good will are mounting. Register Checks can be issued 
in less than 15 seconds. No officer signature is required. 
Snap-apart, triplicate forms eliminate detail work and 
record-keeping for busy bank employees. 

For the time-saving, money-making facts in advance, 
simply mail the coupon. 


THE TODD COMPANY, Inc., Dept. BCH, 
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new Register Check Personal Money Orders. No 
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County Trust. President W. Barton 
Eddison will serve as chairman of the 
associate board of directors at Irving- 
ton. 

Also pending is the merger of The 
Peekskill National Bank and Trust 
Company with County Trust. President 
David M. Barry of the former institu- 
tion will become a County Trust vice- 
president in charge of Peekskill opera- 
tions. 


Elmer L. Hewson and A. G. P. 
Murch have been advanced to assistant 
vice-presidents in the trust department 
at Manufacturers and Traders Trust 


Company, Buffalo, New York, and 
newly-named trust officers include W. 
R. Wendel, R. B. Hewitt, R. E. Rich- 
ards and L. H. Triem. Appointed as- 
sistant secretaries are E. R. Joslyn, 
Ruth B. Hewitt and N. G. Brennan. 


5 


From two banks have come an- 
nouncements that officers have won 
the “award of merit” issued by the Re- 
search Institute of America for contri- 
bution to executive skills and business 
progress. 

Cashier Edward J. Renneker at The 
First National Bank of Cincinnati won 
the award for his bank’s program in 
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handling peak workloads efficiently, 
President Fred A. Dowd won a formal 
company citation. 

Also honored was William F. Schrei- 
ber, comptroller, Erie County Savings 
Bank, Buffalo, New York. His award- 
winning entry was a form, “Statement 
of Facts to Substantiate Income Tax 
Reduction Due to Illness or Injury,” 
which provides tax-savings assistance 
to the bank’s officers and employees. A 
company citation was made to Vice- 
President Maurice Austin. 


@ 


Charles D.. Coen has joined the 
headquarters staff of The National 
Association of 
Bank Auditors and 
Comptrollers, as an 
assistant in the 
technical division. 
This marks a fur- 
ther step in the 
association’s pro- 
gram for expanded 
service to member 
banks. 

Mr. Coen has had 20 years of ex- 
perience in bank operations. In his 
most recent capacity he has been audi- 
tor of The National Bank and Trust 
Company of South Bend, Indiana. He 
is a past president of NABAC’s North- 
ern Indiana Conference, and at the 
time of his appointment was serving 
as the association’s state vice-president 
in Indiana. 





Cc. D. COEN 


4 


Promotion of Eric P. Anderson to 
vice-president has been announced by 
Irving Trust Com- 


pany, New York 
City. He is associ- 
ated with interna- 


tional banking ac- 
tivities, and was 
formerly an assist- 
ant vice-president. 
He joined the Ir- 
ving staff in 1930. 
Curtis M. Smith 
is the new advertis- 
ing manager at Ir- 
ving, succeeding Mackarness H. Goode, 
who is now with Farley Manning As- 
sociates, New York public relations 
agency. Mr. Smith was formerly adver- 
tising manager of Knickerbocker Fed- 
eral Savings & Loan Association. 
David K. Darcy and Robert A. Kerr 


have been made assistant vice-presi- 


E. P. ANDERSON 


| dents at Irving Trust, and G. R. Hogg 


an assistant secretary. 
. 


An assistant vice-president since 
1944, Donald V. Benner has been ele- 
vated to vice-president at Mercantile 
National Bank of Chicago, and placed 
in charge of operations. Peter F. Kauf- 
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man has been promoted to trust officer, 
Lester P. Rakow to assistant auditor. 
+ 


George C. Wolf, officer-in-charge of D . 
the Canal Street Office, has been pro- Sort, Count. achage Cotus 
moted to vice-pres- 


ident by Manufac- 
turers Trust Com- 
pany, New York 
City. John C. Wed- 
ekind, who super- 
vises the bookkeep- 
ing operation for 
the bank’s 114 
branches, has been 
advanced to assist- 
ant secretary. Other G. C. WOLF 
newly-named assis- 

tant secretaries are Frank R. Abell, 
Arthur C. Langsdorf and W. Gordon 
Innes, while Daniel I. Sargeant has 
been made assistant treasurer. 








with mechanical precision and great speed with 


PRANDT 


machines 
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Formerly auditor, Harold B. Has- 
singer has been named an assistant 
vice-president at The First National 








MODEL SL BRANDT COIN 
SORTER AND COUNTER 
Motor driven. Sorts and counts mixed 
coins, pennies to half dollars, inclusive, 
Features new ‘'quick toke-apart’’ con- 
struction permitting quick, easy access 
to many of the working parts. 








} A MODE CHM BRANDT COIN 


L. NEWCOMB H. B. HASSINGER COUNTER AND PACKAGER 


Motor driven. Handles all coins from 
Boston bankers promoted pennies to silver dollars, inclusive. Me- 


chanical improvements make for speed- 
- , ier packaging of coins with less effort. 
Bank of Boston and assigned to new Nand aperated machine le. etie gualtante. 


duties in the branch division. Lawrence 
Newcomb, who has been assistant Th d . : : , 
auditor, is now auditor. e speedy sorting, counting and packaging of coins 


with mechanical precision with BRANDT machines 


eliminates the slow, costly, subject to error, head and 


. 


The election of Arthur V. Royds : : 
as a vice-president has been announced - hand method of performing this task. 
by the American 
National Bank and 
Trust Company of 
Chicago, where he 
will serve as a com- 
mercial loaning of- 
ficer. He has spent 
his entire business 
life in the Chicago 
area, and comes to 


ee hatha” We. Durably constructed BRANDT equipment will give ex- 


tional with a back- A. V. ROYDS cellent service for a long period of time. 
ground of over 25 


years of banking experience. 


Because of the absolute accuracy and speed of 





BRANDTS, they will pay for themselves in a surpris- 
ingly short period of time. Then there is the further 
benefit of better, faster service that may be given to 


your customers with BRANDT machines. 





BRANDT AUTOMATIC CASHIERS 
(coin paying machines) 
Coin wrappers and bill straps 


‘ Other BRANDT products: 


Elevated to vice-presidents at Trade 


Bank and Trust Company, New York BRANDT AUTOMATIC CASHIER CO. 


City, are Herman G. Cooperman, man- , 
ager of the Rockefeller Center Office, bala Fem aes Established 1890 Seat Sep meoatn 
and Ira F. Weiss, in charge of the in- 
stalment finance department. 

Charles J. Schor has moved up to 





“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 








July, 1955 63 





























NEW ZEALAND 


Over the past 89 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of economic 
and financial conditions in these two 
greatly expanding nations. 


700 Offices throughout Australia 
and New Zealand provide up to date 
information on the local outlook and 
offer facilities for every type of 
transaction. 


THE COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


FOUNDED I866 





Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA. 


Chief New Zealand Office: 
328-330 Lambton Quay, WELLINGTON. 
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PECO ra 
Mllutes BANK 
Bt hy PROTECTION 
SINCE 1908 DEVICES 














[] PECO—McClintock Chime Clock 
GOOD WILL ADVERTISING AT ITS BEST 


PECO—Grade ‘'A'’ Vault Aiarm 
PROTECTING BANKS FOR 49 YEARS 


PECO—Automatic Vault Ventilator 
PROTECTS LIVES FROM LOCK-IN 
PECO—Nite-N-Day Depository 
A PROFITABLE COMMERCIAL SERVICE 
PECO—Envelope Depository 
24-HOUR GOOD WILL SERVICE 
[] PECO—Pneumatic Auto Banker 
LIGHTNING CURB SERVICE 
CL) PECO—Drive-in Fixtures 
SOLVE PARKING PROBLEMS 
C) PECO—Walk-Up Wickets 
HIGHLY APPRECIATED PEDESTRIAN SERVICE 
[] PECO—Automatic Hydraulic Sewer Valve 
PROTECTS RECORDS AGAINST FLASH FLOODS 
] Vault Doors 


C) Safe Deposit Boxes 


PROTECTION EQUIPMENT 
COMPANY, INC. 


2922 Emerson Avenue South 
Lake Street Branch P.O. Box 96 
Minneapolis 8, Minnesota 


Se eS 


O 


Without obligation, please send me full in- 
formation on the items checked above. 


(OFFICER) 
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assistant vice-president, Paul Kutell to 
assistant secretary. 


° ° 


William D. Hewett is now assistant 
auditor at The First National Bank 
of Miami (Florida). He was perma- 
nently assigned to the auditing depart- 
ment in January, 1954, and is studying 
at the school sponsored by the National 
Association of Bank Auditors and 
Comptrollers at the University of Wis- 
consin. 

* 


Appointment of G. Winthrop Hodg- 
es as special insurance counselor for 
the Mosler Safe 
Company is a new 
innovation in that 
firm’s range of 
services. A licensed 
insurance _ broker, 
backed by 20 years 
of experience, Mr. 
Hodges will work 
with insurance 
companies in deter- 
mining preferential rates for users of 
protective equipment. He will also act 
as an insurance information source for 
Mosler customers. 

Prior to joining Mosler, he was as- 
sociated with Firemen’s Fund Indem- 
nity Co., Aetna Insurance Group, and 
Maritime Agencies Inc 














G. W. HODGES 


At the Federal Reserve Bank of 
Cleveland, Alfred Laning is relinquish- 
ing his duties as cashier to devote more 
time to special committee work for the 
Reserve System, but continues as a 








A. H. LANING 


G. H. EMDE 
Changes at Cleveland “Fed” 


vice-president. George H. Emde has 
moved from assistant vice-president to 
cashier, Clyde Harrell from assistant 
cashier to assistant vice-president. 
George T. Quast is now assistant chief 
examiner, Walter H. MacDonald an 
assistant cashier at the Cincinnati 
Branch. 
* 


Jan F. Mowat has been elected to 
the board of directors at the Bishop 
National Bank of Hawaii at Honolulu, 
and raised to senior vice-president and 
cashier. 

A veteran of 37 years of service witb 


the bank and its predecessors, Mr. 
Mowat has been a vice-president since 
1948 and cashier since the first of this 
year. 


e 


In promotions at the Marine Mid- 
land Trust Company of Central New 
York, Syracuse, Robert E. Ballard has 
moved up to treasurer following the 
death of Howard Zinsmeister. John F. 
Creamer has become assistant vice- 
president, and N. A. Pirro assistant 
treasurer, 


& 


Robin H. Murphy, auditor since 1953 
of the Bank of Berkeley, Berkeley, Cal- 
ifornia, has been appointed assistant 
vice-president in charge of operations. 

Prior to joining the Berkeley insti- 
tution, Mr. Mur- 
phy was senior ex- 
aminer of the Cali- 
fornia State Bank- 
ing Department. 
His background of 
banking experience 
includes 15 years 
with the Iowa State 
Banking Depart- 
ment, and service 
with the Recon- 
struction Finance 
Corporation and the National Bank of 
the Republic, Chicago. 





R. H. MURPHY 


> 


The Frost National Bank in San An- 
tonio, Texas, announced the addition 
of Robert W. Lau as trust officer. He 
was previously associated with the 
Brooklyn Trust Company, New York 
City, and the Provident Trust Com- 
pany of Philadelphia. 


° 


From assistant treasurer, Charles M. 
Purinton has been advanced to as- 
sistant vice-president at The Colonial 
Trust Company, Waterbury, Connecti- 
cut. 


aa 


From second vice-president, N. Hall 
Layman has been advanced to vice- 
president in the 
banking depart- 
ment of The North- 
ern Trust Com- 
pany, Chicago. He 
has been with the 
bank since 1937. 

Two changes of 
assignment for 
banking depart- 
ment officers have 
also been an- 
nounced by North- 
ern Trust. E. N. Staub, second vice- 
president, will assume duties with Divi- 
sion B, which covers a 7-state area to 





N. H. LAYMAN 
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the north and west of Chicago, and 
specific industrial assignments within 
the Chicago metropolitan area. Wil- 
liam H. Rentschler, second vice-presi- 
dent, joins Division C, which handles 
business in eastern and New England 
states in addition to specific assign- 
ments in the Chicago area. 


o 


It’s big money, even for top financial 
executives, that is being handled by the 
trio below. 

Frank N. Belgrano, Jr., (left) board 
chairman and president of Transameri- 





A $52 million check 


ca Corporation, San Francisco, is in 
the act of depositing a check for $52,- 
094,224 with T. P. Coats (right), board 
chairman of First Western Bank and 
Trust Company, while Malcolm Mc- 
Lellan, Transamerica treasurer, is an 
interested observer. 

The check resulted from the sale of 
1,346,800 shares of Transamerica stock, 
handled by a nationwide underwriting 
syndicate headed by Blyth & Co., Inc., 
and Dean Witter & Co. 

A promotion in Transamerica ranks 
moves Lawrence B. Picetti to the post 
of assistant treasurer at the San Fran- 
cisco head office. 


e 


Appointment of Bernard F. Curry 
as a trust officer and Robert C. Mer- 
vine as assistant 
treasurer has been 
announced by 
Guaranty Trust 
Company of New 
York. Mr. Curry 
has been associated 
with a New York 
law firm since 1947, 
while Mr. Mervine 
comes to Guaranty 
after eight years’ 
service with Chem- 
ical Corn Exchange Bank, 


B. F. CURRY 


° 


Formerly assistant treasurers, Mark 
F. Connor, S. McGill Gawthrop and 
J. E. Leo Scanlon have been raised 
to assistant vice-presidents of Equi- 
table Security Trust Company, Wil- 
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mington, Delaware. John J. Dick has 
become assistant treasurer. 


* 


Kenneth N. Sloan has been elected 
vice-president and trust officer at The 
First National Bank 
of Amarillo, Texas. 
Formerly assistant 
vice-president and 
assistant trust offi- 
cer, The _ Liberty 
National Bank and 
Trust Company, 
Oklahoma City, his 
recent thesis on 
“Oil and Gas Inter- 
ests in Estates and Trusts” was selected 
to be placed in libraries at Harvard 
and Rutgers Universities. 











K. N. SLOAN 


Joining Empire Trust Company in 
New York City as assistant vice-pres- 
idents are Don C. Wheaton, Jr., for- 
merly assistant secretary at Irving 
Trust Company, and Henry J. Bailey, 
3rd, an attorney with the Federal Re- 
serve Bank of New York. 


eo 


A mortgage loan department has 
been opened by Central Bank and 
Trust Company, Miami, Florida, and 





Stanley C. Gray has joined the bank 
as an assistant vice-president to head 
the activity. 


+ 


Charles B. Love and Charles F. 
Richardson, formerly assistant manag- 
ers in the International Division at 
Chemical Corn Exchange Bank, New 
York City, have been elected assistant 
vice-presidents. 


o 


Along with the retirement of George 
H. Shineman as cashier and trust offi- 
cer after 43 years 
of service with the 
bank, the Central 
National Bank of 
Canajoharie, New 
York, announces 
the promotion of 
five officers. 

Daniel W. Vooys 
has been elected 
vice-president and 
trust officer; Wil- 
liam Lathers, Jr., 
has become assistant vice-president 
and cashier ; Madoline L. Bierman and 
William E. Davison have been upped 
to assistant vice-presidents; and Leo 
T. Mancini, assistant cashier, is now 
manager of the St. Johnsville office. 

















when is 


WAU 


the right time for 
better letterheads? 


With the new, brighter white in 
WESTON BOND, now is the time to 
switch to perfection in rag content paper. 
For distinctive character and attractive 
economy in letterheads with matching 
envelopes, ask your printer for 


N BOND 


free: Sample Book. Write Dept. B2. 








BYRON WESTON COMPANY 
DALTON, MASSACHUSETTS 
Makers of Fine Papers for Business Records Since 1863 
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Radio or television advertising may present problems you want 
to discuss with our advertising and public relations staff. 
Advertising counsel, sample copies of advertisements in all 
media, suggestions for displays and promotions are a few of 
the ways we can help your bank develop an effective adver- 
tising and public relations program. 


Get specialized advice on Bank 
Management problems through 
First National Bank in St. Louis 


Whatever your problems in bank management, we’re 
ready to help you. 


Upon request, we’ll make an operational survey of your 
bank. This survey will be as limited or as extensive as 
you wish. It will not interfere with your daily operations. 
We make surveys in banks of all sizes. There is never any 
charge or obligation. If you approve our recommendations, 
in whole or in part, we'll be happy to help you put them 
into effect. 


The next time one of our representatives calls on you, or 
the next time you’re in St. Louis, let’s talk over the 
many ways our assistance with bank management prob- 
lems can benefit your bank. 


lists 25 ways First National’s cor- 
respondent services can help you. 
For copies write to First National 

Bank in St. Louis, St. Louis 2, THE FIRST 
Missouri. 
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FREE BOOKLET, “Sincerely Yours,” | | th 


NATIONAL BANK 


IN ST.LOUIS 
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Brsasicoved 


Hiring, training, promoting the best people depends upon 
effective personnel administration. Our experienced per- 
sonnel staff will assist you in building sound, progressive 
personnel policies...and in following the laws and 
regulations governing personnel practices. 





Talk over your bank management problems with our 
representatives, men who have come “up through the 
ranks” in banking. They can give you prompt answers 
to your problems. When specialized assistance is needed, 
our representatives call upon men from other depart- 
ments to work with you. 


Member Federal Deposit Insurance Corporation 
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CANADTAN BANKING 








A 20-Year Forecast of 
Canada’s Development 


In a forecast of Canada’s economic 
development over the next two decades, 
J. E. Coyne, governor of the Bank of 
Canada, stated recently that he ex- 
pected the major trend to be toward 
the country’s Canadianization as op- 
posed to its Continentalization. 

The Canadianization trend, he said, 
would “manifest itself in a number of 
ways as the nation’s economy grows 
more mature and greater pools of sav- 
ings accumulate in the hands of the 
Canadian people.” More specifically, 
Mr. Coyne said he expected that there 
would be a decrease in the percentage 
of gross national product represented 
by exports; a growing consumption 
within Canada of its agricultural and 
other natural products; the greater 
development of secondary industry and 
the more balanced national develop- 
ment therefrom; the repatriation of at 
least some share in foreign-owned 
Canadian enterprises; a greater meas- 
ure of autonomy and independence on 
the part of Canadian management; 
and the knitting together of Canada’s 
widely separated centers of population 
by trade as well as by railroads, high- 
ways, national radio and television 
networks and other cultural move- 
ments. 

Further predictions made by Mr. 
Coyne were: 

Increase in population by 50 per 
cent, from the present 15,500,000 to 
about 23,250,000, with the increase 
concentrated in the urban areas. 

More than doubling of the gross na- 
tional product, to $55 billion, at 1955 
prices, in the next 20 years. 

The possibility of a 1,500-hour work- 
ing year, rather than a 30-hour week, 
with leisure time taken more in the 
way of longer vacations than in short- 
er hours of work during the work 
week. 

The unlikelihood of a major depres- 
sion inasmuch as the under-employ- 
ment of productive facilities on such 
a seale is inconceivable now that so- 
ciety has come to understand and is 
determined to use the instruments of 
fiscal and monetary policy to promote 
economic stability and expansion. 

Dealing with Canada’s financial 
growth, Mr. Coyne said, “We can ex- 
pect that the net inflow of capital from 
abroad would disappear with growing 
maturity, and with it the deficit in the 
current account of the balance of pay- 
ments. Savings and investments will 
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J. E. Coyne, governor, Bank of Canada 


Expects many changes 


continue to grow on a sufficient scale 
to provide financial institutions as a 
group with the prospect of continuous 
and substantial increases in their total 
assets.” 


* * e 


C.B.A. Report on 
Easy Money Policy 


The effects of the decline generally 
of interest rates following the easy 
money policy adopted by the Canadian 
government in late 1953 was high- 
lighted in a report made last month at 
the annual meeting of the Canadian 
Bankers Association by T. H. Atkin- 
son, retiring president. “This has 
been in sharp contrast to a progressive 
increase in interest rates in New York 
and London,” said Mr. Atkinson, who 
is general manager of the Royal Bank 
of Canada. 

Mr. Atkinson went on to say that 
although the policy was designed to 
stimulate Canada’s economy, it has 
posed a problem for the chartered 
banks in that they find it necessary to 
employ surplus funds at steadily fall- 
ing rates, which bear little relationship 
to cost, factors of the banking system. 

In discussing the revision in the 
Canada Bank Act in 1954 which re- 
quired banks to maintain cash reserves 
of 8 per cent of their Canadian deposit 
liabilities, Mr. Atkinson said that the 
result of this provision has been that 
cash reserves have been more than 
sufficient to enable the banks to meet 


all demands for loans. At the same 
time, he said, banks have been able to 
take an extensive part in the day-to- 
day loan market set up in Canada for 
the first time a year ago. This market, 
he added, has proven to be an effective 
means of channeling funds for develop- 
ment purposes and capital investment. 
It also has had the effect of strengthen- 
ing the liquid position of the banks and 
assisting in the smooth functioning of 
the banking system as a whole. 

Another result of a year’s operation 
of this market, Mr. Atkinson con- 
tinued, has been a substantial increase 
in the holdings of treasury bills by the 
general public. A year ago treasury 
bills held outside the banking system 
totalled $74 million. At end of April 
1955, the holdings had increased to 
$338 million, of which probably $250 
million were held by the general public, 
and the remainder by investment deal- 
ers, Mr. Atkinson reported. 

In the same period he said, bank 
holdings of treasury bills had in- 
creased from $266 million to $366 mil- 
lion plus $69 million in day-to-day 
loans. Mr. Atkinson said this was an 
overall increase of $169 million, repre- 
senting 1.7 per cent of Canadian de- 
posit liabilities. Interest rates on day- 
to-day loans ranged from a high of 1.5 
per cent in June 1954, to a low of .5 
per cent in January, February and 
May 1955, he said. 


4 a 4 


Bank, Trust Exhibits 


Large crowds were attracted re- 
cently to two Canadian financial or- 
ganization displays, one put on exhibit 
by a bank and the other by a trust 
company. 

The Provincial Bank of Canada, 
head office Montreal, recently partic- 
ipated in two exhibitions at Montreal, 
one the National Salon of Agriculture, 
and the other the Quebec Industrial 
Show. Some 300,000 people attended 
the two exhibitions and saw the booths 
of the bank where new banking facil- 
ities and services were displayed. At 
these shows the Provincial Bank in- 
troduced a new coin savings bank 
available with a $1 deposit and per- 
sonalized with the depositor’s name. 


* 


A window display with a working 
cut-away model of an electric power 
station supplied by atomic energy was 
exhibited by the Chartered Trust Com- 
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Provincial Bank’s services display at Montreal farm show 





Chartered Trust’s atomic energy display in Toronto 


Among recent educational and bank-services exhibits that attracted large crowds 


pany, Ltd., at its head-office in Toronto. 
This display drew crowds in the city’s 
financial district to see how thé first 
atomic energy electric power plant 
would operate. The new plant is to be 
built in Canada near Chalk River on 
the Ottawa River. 

Besides the cut-away model of the 
power plant, there were samples of 
uranium-bearing ore from _ various 
Canadian mining areas, and photo- 
graphs of peaceful use of atomic 
power. Various booklets on uranium, 
atomic energy, and mining in north- 
western Ontario were distributed at 
the exhibit. 


° Sd ° 


Mortgage Loan Picture 


Most Canadian banks about mid- 
May followed the lead of the Royal 
Bank of Canada and reduced interest 
on mortgage loans from 5% to 5 per 
cent. The higher rate is permitted 
under the Canadian National Housing 
Act, which brought banks into the 
mortgage lending field in March 1954. 

In announcing the interest rate re- 
duction, James Muir, president of the 
Royal Bank of Canada, cited two rea- 
sons. “The Royal Bank,” he said, “be- 


lieves a lower rate will encourage even 
more people to take advantage of the 


“very attractive terms than can be ar- 


ranged under the National Housing 
Act and thus encourage the construc- 
tion of new homes. Weare also of the 
opinion that the 514 per cent rate, 
which is the maximum permitted 
under the terms of the N.H.A., is on 
the high side and unrealistic under 
present conditions.” 

Along with Mr. Muir’s announce- 
ment came a report by the Central 
Mortgage and Housing Corporation, 
subsidiary of the Bank of Canada, that 
Canadian banks in 1954 loaned 41 per 
cent of the total of $632 million in 
approved mortgage loans, the highest 
amount ever approved. In 1953 the 
total was $374 million by all financial 
institutions. By the end of April this 
year bank commitments under the Na- 
tional Housing Act exceeded $210 mil- 
lion, while home improvement loans by 
banks, which were first permitted on 
February 1, 1955, were averaging 
about $1 million a month. 

Currently, banks are estimated mak- 
ing about half of all new N.H.A. mort- 
gage loans, with life insurance com- 
panies, trust and loan companies and 
mortgage corporations loaning the 
bulk of the remainder. These other 





For the answers 


you need on Canada... 





Your inquiries on any phase of 
Canadian business will receive 
prompt attention from any of 
e w our offices 
MY HANK listed below: 


10 2 MILLION CARADIANS 








/ 
Bank or MonTREAL 


New York --64 Wall Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 


San Francisco - -333 California Street 


S-— 7: 
625 BRANCHES ACROSS CANADA + RESOURCES \EXCEED $2,500;000,000 
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financial institutions have not yet, at 
this writing, announced a drop in in- 
terest rates. 


- ¢ “¢ 
Farm Improvement Loans 


Canadian banks made loans of $62 
million in 1954 under the Farm Im- 
provement Loans Act, according to the 
annual report of the Canadian Depart- 
ment of Finance. The 1954 loan 
amount was 36 per cent below that of 
1953, but was still above the long term 
annual average of $51 million. Sixty 
per cent of the 1954 loans were made 
in the three prairie provinces. 

Since 1945 a total of over $513 mil- 
lion has been borrowed by Canadian 
farmers under the legislation, with 
about 90 per cent of the amount being 
loaned for farm implements and ma- 
chinery. Since 1945 almost 75 per cent 
of the total amount borrowed has been 
repaid. Total losses for the ten-year 
period represent only 0.003 per cent of 
the amount borrowed, the report dis- 
closed. 


+ ° « 


Consumer Debt 


Canadian consumer debt outstand- 
ing at end of 1954 was at its highest 
in history, amounting to over $1.9 bil- 
lion, or 11.7 per cent of personal dis- 
posable income. These facts were re- 
vealed by A. C. Ashforth, president of 
the Toronto-Dominion Bank recently. 
He pointed out that consumer debt had 
increased by $103 million in 1954, at 
a lower pace than in 1953 when it had 
jumped $326 million. 

Mr. Ashforth suggested that, while 
some would probably argue that con- 
sumer debt is not high, caution is still 
desirable and credit terms can be made 
too easy. Granting that the greater 
income of Canadians enables them to 
carry more debt safely, Mr. Ashforth 
said, there is always the danger that 
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the consumer in his optimism will get 
over-extended. 

Referring to mortgage debt, he cal- 
culated in the absence of reliable 
statistics that the amount owing by 
individual Canadians on homes they 
occupy had more than doubled in the 
past five years. He estimated that at 
the end of 1954 this was more than 
$2,250 million insofar as mortgage in- 
vestments by lending institutions are 
concerned. 

“Mortgage payments are for the 
most part being met promptly,” Mr. 
Ashforth said. “There is little or no 
problem of arrears. But one cannot 
help but wonder whether many indi- 
viduals have mortgaged their future 
to the limit.” 


* 


Helpful Booklet 


A new booklet, “Questions That May 
Arise In Selling Your Business,” was 
released recently by the Canada Trust 
Company, Toronto. It discusses prob- 
lems encountered when a business is to 
be sold, the methods of valuing a busi- 
ness for sale purposes, and the implica- 
tions which have to be considered by 
both vendor and purchaser. The last 
chapter in the booklet deals with the 
trust company’s qualifications for sell- 
ing an industrial or ‘a commercial busi- 
ness. 


4 ° 5 


Personnel News 


Graham F. Towers, recently retired 
as governor of the Bank of Canada, 
has been elected a member of the Can- 
adian committee of the Hudson’s Bay 
Company, oldest business organization 
in Canada. 


. 


L. C. E. Lawrence and George E. 
Hynes have been appointed assistant 
general managers of the Toronto- 
Dominion Bank. Mr. Lawrence, who 
has been superintendent of the British 
Columbia branches, will continue to be 
located in Vancouver, and will have 
under his direction the bank’s opera- 
tions on the Pacific coast. Mr. Hynes, 
who has been a superintendent in the 
credit department, will be attached to 
the head-office at Toronto. 


L. C. E. LAWRENCE G. E. HYNES 
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Straight-line arrangement of 
front counter storage, cash 
drawer and machine-well 
units in new Broadway branch 
of Schenectady (N.Y.) Savings 
Bank. Counter fronts and tops 
are covered with Formica. 
Wickets are Stainless Steel. 
All exterior work and under- 
counter equipment was de- 
signed, built and installed by 
Herring « Hall « Marvin. 


Another modern arrangement of tellers’ 
counters built from standard component 
units by Herring - Hall - Marvin 


For the equipment of a new banking room or the remodeling of 
an old one, we have developed a remarkably flexible system for 
creating custom-designed bank counters at production prices. The 
elements include pedestal units with various combinations of doors 
and drawers, machine well units, return counters and back counters. 
A new note, in keeping with the modern trend in interior design, 
is the introduction of decorator colors for all 
surfaces on the teller’s side of the counter. 
One of many styles of teller busses in the Herring « Hall « Marvin 
line. Top drawer has two removable four-compartment bill trays. 


Unit is sound deadened and is mounted on hard rubber casters, 
2 swivel and 2 fixed. i 


sa 





NEW, DELUXE CATALOGUE FREE ON RE- 
QUEST. There’s a wealth of information and 
inspiration in this new, profusely illustrated cata- 
log of bank counter components. It’s worth 
studying, whether your plans for new main or 
branch office equipment are in the dream or 
blueprint stage. Just ask us to send Catalogue of 
Bank Counter Components. HERRING: HALL:> 
MARVIN SAFE COMPANY, HAMILTON, O. 
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What happened to the waiting line? 
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Every year, fewer people wait in line to pay bills with cash... 
it's so much more convenient, quick, and safe to pay by check. 
But you give these new customers even more than con- 
venience and safety when the checks you supply are litho- 


- graphed on La Monte Safety Papers. You give them the feeling 
ore No of prestige that comes with using a product of the highest 
f ; (¢ MI I) \2 quality. Investigate La Monte Safety Papers now. Your lithog- 
EAN LY 2/ rapher will show you samples . . . or we will gladly send 


them direct. 


: Ger | 
2 ‘ , A Check Paper All Your Own 
t 3. /} 2 Thousands of banks and many of the larger corporations use La Monte 
= ff ot Safety Papers with their own trade-mark or design made in the paper 
Uf itself. Such tNpIvIDUALIZED check paper provides maximum protection — 
/ against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES ® ARE 
A LA MONTE TRADE-MARK 
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THE BOOKLET COUNTER 








Industrial Application of Atomic 
Energy . . . Two prevailing miscon- 
ceptions about atomic energy are dis- 
pelled in this booklet, which is a re- 
print of a speech made to a state 
bankers’ group by the director of the 
atomic energy division of The Chase 
Manhattan Bank. The misconceptions 
are that the subject of atomic energy 
is so complicated that only a physicist 
can understand it, and that business 
and the public are barred from using 
whatever they might learn about 
atomic energy anyway. With these 
erroneous impressions corrected, the 
author proceeds to outline the civilian 
uses to which atomic energy has al- 
ready been put and its future uses, 
as well as the role banking will play 
in making civilian applications. Writ- 
ten by a leading atomic scientist, this 
booklet provides information of value 
for tomorrow’s bank planning. 


Debit’s Misadventures . . . Here’s 
a whole series about a cartoon char- 
acter -named Debit, who “works” on 
the staff paper of a large Atlanta, 
Georgia, bank. “Deb,” as he has popu- 
larly come to be known, is a genius 
at doing everything wrong and plays 
the role of a “public relations re- 
minder.” Through his daffy misadven- 
tures in meeting the bank’s customers, 
he both amuses and teaches the bank’s 
staff members. Some 20 cartoons, each 
with a message and a laugh. 


Travel Quiz... “What country has 
a state larger than Texas?” This is 
one of 36 “travel 
quiz’’ questions 
contained in a 
pocket-size, illus- 
trated booklet pro- 
duced by The First 
National Bank of 
Chicago to pro- 
mote its travelers 
checks. Entitled, 
“Do you know 
your way around?” 
the booklet has a 
strong appeal to 
the American fond- 
ness for ‘‘quiz’’ 
games. The an- 
swers to the questions are given in the 
back of the booklet, which reports that 
Brazil has three states larger than 
Texas. 





For travelers 


Quarters Modernization Survey 
. . « How will new quarters increase 
savings accounts, loans, safe deposit 
rentals, etc? How much can operating 
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Atomic Energy 





Suggests banking’s role 


efficiency be increased through mod- 
ernization? These are among many 
similar questions answered by the in- 
teresting statistics in this booklet. The 
booklet was produced by the Bank 
Building Corporation of America, St. 
Louis, Missouri, and the findings are 
based on a survey of 95 new or mod- 
ernized banks in all parts of the coun- 
try. A feature is a comparison chart 
that shows the difference between “all 
insured commercial banks” and “new 
quarters banks” in total deposits 
growth on a year-by-year statistical 
basis between 1946-1953. Financial or- 
ganizations contemplating new or mod- 
ernized quarters will find this booklet 
of particular value. 


Bank Day at Clubs . . . This book- 
let recently produced by the Finan- 
cial Public Relations Association, 
Chicago, offers an easy-to-do, low-cost 
program for telling the story of bank- 
ing through locally-sponsored clubs. 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











It contains numerous suggestions on 
how to go about arranging for speak- 
ers and entertainment, how to develop 
stunts, displays, and publicity, and 
what plans to make for the head table 
speakers, reception committee etc. The 
booklet also tells what the F.P.R.A. 
is doing to get a nationwide promotion 
of “Bank Days” underway, and points 
out to bank officers that a simple pro- 
gram such as this booklet outlines can 
result in “tremendous good public re- 
lations results.” 


Loan Accounting Forms. . . This 
offering is‘a packet that contains some 
20 different samples of instalment loan 
forms produced by an Eastern forms 
and systems supplier. The forms are a 
part of a system known as “Loan-A- 
Matic” that is used in the completion 
of personal loans, dealer sales loans 
and wholesale floor planning transac- 
tions. The packet includes sample con- 
tract and application forms, account- 
ing packets, ledger cards, delinquency 
notices, etc. 


Savings Promotion . . . This is a 
syndicated booklet which tells an 
ancient Babylonian - _— 
tale to teach the ae 
lessons of thrift. Richest V4 
It is called “The =n 
Richest Man in: NYLON 
Babylon Tells His @ 
System,” and its » ~ 
central theme is : 
that “a part of all 
you earn is yours 
to keep.” It has 
been used success- 
fully by a large & 
bank in Florida to 
promote its 2% per 
cent savings ac- 
counts. A real mes- 
sage is contained in the 22 interest- 
ing, illustrated pages of this offering. 





For savers 


Mortgage Market News. . . Here 
is an 8-page paper published periodi- 
cally that provides “mortgage market 
news and comment,” prepared by a 
large New York mortgage house. 
This issue contains a story entitled 
“How Negative Can You Get,” which 
explores the possibilities of the ad- 
verse effects on our economy of the 
“no,” “no—no,” and “no—no—no 
down payments” on V.A. and F.H.A. 
loans. A special feature of the papers 
is a “theory of relativity” chart that 
traces the differentials in yields be- 
tween government and _ corporate 
‘bonds and government insured mort- 
rages over the past three years. 


71 








What a Mississippi Banker Says About Burroughs’ ABC Plan 


“IMPROVES BOOKKEEPERS’ MORALE 100%” 


Several months ago, The Commercial 
National Bank of Greenville brought 
something new to Mississippi: With 
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the installation of five Sensimatics, it v 

introduced the Burroughs Account 
Balance Control Plan. b 
h 
h 
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e: 
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| C. D. McCaddon b 
| a 
| Here’s a report from Cashier C. D. : 
| McCaddon: f 
“Since we installed these machines, d 
and the Burroughs ABC Plan, the n 
morale of our bookkeepers is 100% I 
improved. They no longer look on v 
their work as drudgery—in fact, t 
they tell us they actually enjoy it. r 
**As for the work, we’ve noted this: r 
It used to take as much as two hours s 
to balance accounts—and even then t 
% we weren’t sure they were correct. a 
Saves time, increases efficiency, and makes balancing far easier—that’s the Now, the bookkeepers can balance is 
bookkeepers’ report on these five new Sensimatics. in thirty minutes—and know they’re c 
correct. We save a lot of time, and . 
have greatly reduced the number of J 

e fa statements that have to be done over. 
WHAT WE MEAN BY OUR “ABC PLAN _ “With this new ABC system, it’s 
The Burroughs ABC Plan (Account Balance Control) much easier for us to train book- 1 

is anew plan of bookkeeping control which, when used with keepers. They like the machine, and 
our exclusive Sensimatic machine principle, gives you. . . especially the automatic error de- . 
e proof of account balances before they are printed tection and the positive ba lancing. : 
ele: Pe rerne ohn — P = Matter of fact, we can train a new s 
reel Deheets operator to post and balance within r 
0 ee a week—and it used to take months. 4 

systematized error correction “Pinal I ‘cht add that 

itive bal ; f h : Inally, mig a at we r 
ee i ee i eee like the idea of having a bookkeeper s 
For complete information, call our nearest office. balancing record that fixes respon- R 

sibility for errors . . . it helps the 
supervisor tremendously.” ‘ 
OBVIOUSLY, LIKE THE MORE THAN 500 OTHER BANKS NOW USING ? 
THE BURROUGHS ABC PLAN, THE COMMERCIAL NATIONAL BANK b 
OF GREENVILLE COUNTS THE ADOPTION OF THIS PLAN AS A REAL I 
STEP FORWARD. COULDN’T YOUR BANK PROFIT FROM IT? I 
“Burroughs” and “‘Sensimatic’”’ are trade-marks i 
t 
WHEREVER THERE’S BANKING THERE’S BURROUGHS [Burroughs 
¢ 
¢ 
t 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Wrongful Dishonor of Check 


What damages could be recovered 
by this depositor for the wrongful dis- 
honor of a check drawn by him upon 
his account at a time when he had 
standing to his credit an amount in 
excess of the face of the check? After 
reviewing this case, the Superior 
Court of California, said that the de- 
positor could recover the actual dam- 
age proved to have been sustained as a 
result of the dishonor. 

The check which “bounced” was for 
payment of a monthly instalment due 
on the purchase of an automobile, and 
the Court found that the measure of 
the recovery was the market value of 
the automobile. 

The rule at common law considered 
by the court was that substantial dam- 
ages, “temperate in amount,” are re- 
coverable against a bank for wrong- 
fully dishonoring a check of its 
depositor; however, with a distinction 
made between traders and nontraders. 
In the case of the trader it is presumed 
without further proof, that substan- 
tial damages have been sustained. The 
rule proceeds “upon the fact commonly 
recognized that the credit of a per- 
son engaged in such a calling is essen- 
tial to the prosperity of his business 
and that the dishonoring of his checks 
is plainly calculated to impair such 
credit and to inflict a most serious in- 
jury.” 

On the other hand, the court consid- 
ered a pertinent California statute 
that provided: ‘No bank shall be 
liable to a depositor because of the 
nonpayment through mistake or error, 
and without malice, of a check which 
should have been paid unless the de- 
positor shall allege and prove actual 
damage by reason of such nonpay- 
ment and in such event the liability 
shall not exceed the amount of damage 
so proved.” 

The statute abolished the distinction 
at common law between traders and 
non-traders, and the Court found that 
while the plaintiff might have brought 
his action upon the contract, he was 
not restricted to that remedy and 
could, as he did in this case, sue in 
tort (that is on account of the defend- 
ant’s negligence rather than on ac- 
count of its agreement). Said the 
court, “There is a recognized distinc- 
tion between the measure of damages 
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in tort cases and that obtaining in ac- 
tions for breach of contract, in that 
damages not even anticipated are re- 
coverable in tort, while only such dam- 
ages as were reasonably contemplated 
by the parties at the time of entering 
into the agreement are recoverable for 
a breach thereof.” 

The Court found the loss of the 
plaintiff’s automobile was the proxi- 
mate result of the dishonor of the 
check. The Court went on to say: 
“Indeed, unless damages in cases of 
this character are to be confined to the 
amount of the check, if the detriment 
occasioned by the loss of property 
proximately resulting from the wrong- 
ful dishonor of a check is not recover- 
able as ‘actual damage,’ section 3320 is 
in effect rendered meaningless, for it 


tions which, said the court, were 
properly conducted in carrying out the 
statutory requirements that the Com- 
missioners Court of a county select a 
county dep<si‘ory every two years fol- 
lowing general election, or as soon 








is difficult to conceive of a situation | 
wherein a loss could be sustained more | 


directly related to the dishonor of a 
check than that sustained by plaintiff 
here.” 

After the car was repossessed it was 


sold and brought the sum of $1600 and | 


this was the amount the Court allowed 
him to recover. 

Abramowitz v, ............ Bank, 281 P. 2d 
880 (1955). 


. oe a 


County Depository 


By majority ‘vote the county com- 
missioners of a county in Texas, lack- 
ing a bank in their own county, 
selected one in an adjoining county as 
their depository. They made the 
selection after another bank had of- 
fered to pay a higher rate of interest 
on the deposits. Thereupon, one of 
the county commissioners sought to 
enjoin the others from opening the ac- 
count, and was unsuccessful both in a 
lower court and on appeal. 

The successful bank undertook to 
pay 114 per cent on all 30-day time de- 
posits, whereas the unsuccessful bank 
offered 2 per cent on such deposits. 
Although the funds were secured, as 
required by law, it was admitted in 
court that the letters from the compet- 
ing banks did not meet the require- 
ments of the law, and did not con- 
stitute legal bids for a county deposi- 
tory. 

However, the court found that the 
letters did furnish a basis for negotia- 
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/ FOR 55 YEARS 


REVER MONEY 
1S WRAPPED 


GUMMED 
CURRENCY STRAPS 


Famous “C Style” in 18 
standard and many special color 
combinations. Special dextrine 
sealing gum. Size 1%" x 7%”. 


#301—$25 Orange 2#325—$250 Blue 
#302—$25 Brown #326—$250 Green 
2#305—$50 White 2#350—$500 Goldenrod 
#3W6E—$50 Orange 2#351—$500 Pink 
#307—$50 Blue #352—$500 Red 
#310—$100 Pink 2#360—$1000 Gray 
#311—$100 Green #361—$1000 Orange 
#312—$100 Gray #3%62—$1000 Green 
#320—$200 Brown #£370—$2000 Red 






Write today for colorful catalog. 


STANDARD PAPER GOODS MFG.CO. 
WORCESTER 8, MASS 
A Complete Line of Money Wrappers 





dime and 
quarter savers, 


book-type, 
printed in 
various colors 
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thereafter as “wisdom, prudence and 
prevailing conditions would justify 
such action.” 

Cave v. Montgomery, 274 S.W. 2d 855 
(1954). 


it developed actually intended to sign a 
promissory note in the first place. 
Notwithstanding, the United States 
District Court for Western Pennsyl- 
vania ruled that the makers were 





liable. 

A husband and wife purchased a 
furnace unit which turned out to be 
neither the type ordered nor as repre- 
sented. They had signed the usual 
form of note which described itself as 
a “promissory note” and in the lower 


° e ° 


Illiterate Maker 


In this somewhat unusual case 
neither of two makers of a promissory 
note could read English, and neither, 
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in 73 of Virginio's 9S counties 
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THE/BANK OF VIRGINIA 


ONE ACCOUNT 
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gee) SEN EASIER - Automatic! 


Destroys Old Papers 
and Records with 
No Hand Feeding 





The new "SILVER EXECUTIVE AUTOMATIC" Paper Shredder is the firs? 
stack feed machine . . . feeds itself automatically! Shreds confidential 
papers, records, time cards into !/,” strips—in seconds. Machine is a 
typewriter-size, portable desk model with full //, HP motor. Safe, easy to 
operate. Many sizes. Write today for details of 10-DAY FREE TRIAL. 








INDUSTRIAL SHREDDER & CUTTER CO. 


104 MILL STREET SALEM, OHIO 
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contemplated that the 


lefthand corner said “negotiable and 
payable at the office of Equipment Ac- 
ceptance Corporation . . . with ex- 
change.” 

There was no evidence to indicate 
that the vendor of the furnace knew of 
the purchasers’ inability to read Eng- 
lish, nor was there any evidence that 
he misrepresented the contents of the 
instrument or the nature thereof to 
the makers. 

The Court said that they were there- 
fore not within the protection of the 
rule that “. . . where a party to a 
writing of any kind is unable to read 
and understand the terms of the writ- 
ing so that he is aware of its actual 
contents, he is under a duty to have 
one who does understand it read and 
explain it to him; if he does not he is 
bound by his signature; but if he does, 
and any person, whether a stranger to 
the transaction or not, misrepresents 
the contents to him so that he is un- 
aware of the nature of the writing 
which he is signing, his signature 
thereto is not binding upon him and 
the instrument is void for non est 
factum. (not the deed of the maker).” 
Fried v. Feola, 129 F. Supp. 699 
(1939). 


Messenger Insurance 


When may an officer or other em- 
ployee of a company who carries com- 
pany money for a specific purpose be 
considered as a messenger under the 
indemnity clause of an _ insurance 
policy, and when may he not be so con- 
sidered? 

The plaintiff company in this case 
carried an insurance policy which sup- 
plied indemnity against “loss of money 
. . . occuring outside the premises 
caused by the actual destruction, dis- 


| appearance or wrongful abstraction 


thereof or being conveyed by mes- 
senger...and...loss of .. . property 
caused by robbery or attempt thereat 

. while such property is being con- 
veyed by a messenger.” 

The terms of the policy expressly 
“messenger” 
might be the insured company or a 
partner or officer of the insured, or any 
person who was in the employ of and 
duly authorized by the insured to have 
the custody of the money while being 


conveyed outside the premises. 


The loss of the money for which the 
plaintiff company sued the insurance 
company occurred in this way: A 
vice-president of the plaintiff company 
was to convey $1,500 to a second officer, 


| who was authorized to spend it at an 


auction. However, it was the first 
officer’s birthday, and the second per- 
suaded him to attend a surprise birth- 
day party in his honor. The party 
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ended at 4 a.m. the next morning, and 
at 8:30 a.m. the second officer awak- 
ened the first and requested the money. 
However, only $150 of the original 
$1,500 was on hand, and the first officer 
could not account for the disappear- 
ance of the $1,350. 

In considering the case, both a lower 
and a Superior Court in New Jersey 
said the pivotal question was: Did the 
loss of the money occur while being 
conveyed by messenger. Both courts 
answer that it did not. 

The Superior Court declared that 
the plaintiff must not only establish 
that the officer was a messenger, but 
also that the money was lost while be- 
ing conveyed by him as such. 

The Court found that the officer who 
possessed the money possessed it for 
the plaintiff corporation and there was 
no bailment or transportation, since 
both the officer who had it and the one 
who was to use it at the auction oc- 
cupied the same office and the auction 
was several days off. 

.... Television Corp. v. Hartford Ac- 
cident & Ind. Co., 113 A. 2d 47 (1955). 


A DEVELOPMENT 
PROGRAM 


CONTINUED FROM PAGE 33 


hind the notion of training all finance 
juniors from the state’s universities 
by absorbing them into banks during 
the summer vacation months. The 
Irwin Union itself has been taking 
one or two such students each summer 
for the past few years. 

After, or perhaps I should say with, 
the proper personnel, comes services. 
I have already indicated that the 
Irwin Union’s policy is to give all pos- 
sible service to all people, and rest in 
the belief that the profits will take 
care of themselves. There should be 
little doubt that under the new bank- 
ing conditions, where business is done 
on credit, most employees paid by 


check, and most all needing a bank’s | 
service, that the bank today is a lead- | 
ing service institution, offering advice | 


and consultation on financial matters 
to all people. 

Our bank has helped thousands of 
families become home owners in the 
community through G.I., F.H.A., and 
conventional mortgage loans. In the 
past months our volume of conven- 
tional loans has been higher than the 
others. 

I might add here, in connection 
with the new 30-year G.I. mortgages, 
that we think they are too liberal. 
Since a part of the bank’s job is to 
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payment-handling method 


Banks from coast to coast have found 
Cummins Coupon Payment System the 
key to better, faster, lower-cost handling 
of monthly payments. 

One institution that replaced pass- 
books with the Cummins system ‘com- 
pletely eliminated seven separate book- 
keeping operations. More than 9 hours’ 
work every day was saved, as were large 
amounts spent for postage and station- 
ery. Internal control was strengthened. 
The annual saving per loan, on postage 
and stationery alone, exceeded 37¢. The 
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total annual saving per loan was $1.59. 

Maximum customer convenience is 
provided by the Cummins Coupon Pay- 
ment System. Each coupon contains 
complete information—code and account 
number, due date, amount of payment. 
All this can be filled out in a few seconds 
... no long waits, no inconvenience. Leg- 
ible coupon information eliminates over 
and under payments. 

For full information on this easy-to- 
operate, money-saving coupon payment 
system, mail coupon below. 


CUMMINS BUSINESS MACHINES 

Division of Cummins-Chicago Corp. 

Dept. BC-75, 4740 N. Ravenswood Ave. 

Chicago 40, ‘Illinois 

Please send complete information on Cummins Cou- 
pon Payment System. 
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coach people in financial matters, a 
part of the loan officer’s job at Irwin 
Union is to take out paper and pencil 
and work out the principal, interest 
and equity figures for a prospective 
loan customer. 

Rarely a day passes that we do not 
make a loan for one of many purposes 
to the farmers of our community. 
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These loans are for the purchase of 
land, machinery, livestock, soil con- 
servation, and many other purposes. 

Our special services, or consumer 
loan, department is the second busiest 
in the bank, and its personnel have 
their desks across the front of the 
bank and at right angle to the tellers’ 
counter, the “busiest department.” In 
special services we make the usual 
personal loans, appliance and auto- 
mobile loans, home repair and im- 
provement loans, and loans for many 
other daily needs. 

Commercial and term loans are 
made frequently to industrial borrow- 
ers for plant expansion, carrying of 
inventories, accounts receivables, and 
funds for payrolls. 

One of our bank operating studies 
made in March, 1953, recommended 
the installation of a retail credit serv- 
ice plan. Today, two years later, the 
department carries some $50,000 in 
2,500 retail credit accounts among 64 
local stores. The operation is now in 


| the black and continues to grow. 





At the two drive-in windows in our 
new building a customer may make 
deposits, cash checks, make payment 
on personal loans, pay insurance pre- 
miums, obtain payroll funds, and take 
delivery of deposit bags without en- 
tering the bank. The two drive-in 
windows are backed up to the tellers’ 
counter in the main banking room. 


N recent years our trust department 
business has also grown steadily. 


| A study made on “The Future of 
| Trusts” some time ago indicated even 


greater growth, and although the 
trust department of our new quarters 
contains ample files and conference 
rooms, even more space was allowed 


| for the future growth of this activity. 


We offer complete estate planning 
services, including the equitable con- 
version of personal property to real 
property and vice versa, and the ef- 
fecting of tax savings in the admin- 
istration of personal trusts. 

We try to serve the City of Colum- 
bus, as well as school authorities and 
civic organizations, in every way with 
our investment department. As a 
matter of policy, the Irwin Union bids 
on each local bond issue at a highly 
competitive rate. Our purpose, of 
course, is always to assure local gov- 
ernmental and similar units of a mar- 
ket for their bonds at lowest rates. 

On the civic level, we have also tried 
to be particularly helpful to the 
churches in our trading area. There 
are 78 of these churches and many of 
them have needed financial assistance. 
We allocate approximately $100,000 in 
loan funds for this particular purpose 
at all times. 

In the area of customer relations, 
we try to remove every obstacle we 


find standing between our personnel 
and the bank’s customers. 

Where banking hours are con- 
cerned, for example, we feel it is our 
job to serve the people at a time when 
they want to be served. We offer, 
therefore, 35% service hours each 
week, as opposed to a not too uncom- 
mon 20 banking service hours. The 
Irwin Union is epen from 9 a.m. to 
4:30 p.m. on Mondays, Tuesdays and 
Thursdays; closed on Wednesdays; 
open on Fridays from 9 a.m. to 7 p.m. 
and on Saturdays from 9 a.m. to 12 
noon. 

Business for the bank is generated 
by dealers under our charge-plate pro- 
gram, by advertising, and by a per- 
sonal contact plan. Last year over 
1,000 personal calls were made. Our 
trade area has a population of 35,000 
and extends for 40 miles in all direc- 
tions from the bank. 

Under our theory of specialization, 
not only do our officers bring in the 
loans, but they are also responsible for 
making collections on them. We feel 
that to specialize means doing the 
whole job. 

Our advertising to date has not 
been extensive. We do, however, use 
local newspapers to advertise indi- 
vidual services, such as savings, which 
gets the big share of our advertising 
dollar. We did, of course, advertise 
rather widely our new quarters and 
the open house celebration. We are 
presently planning a more extensive 
advertising program on savings. 

We believe that the matters of sav- 
ings policy and rates make up the big- 
gest problem in banking today. Cur- 
rently we pay 1 per cent on low-balance 
in passbooks, and 2 per cent annually 
on time deposits. As for competition, 
we freely admit that it is keen, com- 
ing from finance companies, building 
and loan associations and banks. 

No matter what the phase of cus- 
tomer relations, we try to remember 
at the Irwin Union that in banks, as 
elsewhere, the best possible relations 
exist when the customer is convinced 
that his interests are being genuinely 
served. In 1947 Mr. Miller, chair- 
man of our board, developed for us 
the slogan, “Our Business Is To Help 
You Solve Your Problems.” We use 
it in all of our advertising and try to 
live by it very religiously. 

The customers of Irwin Union were 
uppermost in our minds during the 
planning of our new quarters. We 
were aware that a bank still remains 
somewhat mysterious to many people, 
and we tried in our new building to 
take the mystery out of it by turning 
the bank inside out. 

As one newspaper pointed out, our 
new building didn’t just “turn out to 
be different.” Behind the opening of 
the new quarters last March lay many 
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hours devoted to preparing a study of 
the proposed building program. The 
completed study discussed many ele- 
ments of planning—population, bank 
growth and earnings trends, space and 
capital requirements, costs and meth- 
od of financing, features of design, 
etc. 

The completed study also clearly 
reflected that what ten years before 
was very largely an agricultural com- 
munity had changed to an _ indus- 
trial-agricultural community through 
growth of existing industry, plant ex- 
pansion, business offshoots, and new 
plants. A survey of employment in 
the study showed that in the commu- 
nity there were 1,970 employed in 
1940; 6,280 in 1950; and in excess of 
10,000 in 1953. Based on this rate of 
growth and other factors, the study 
predicted another 57 per cent increase 
in employment by 1960, and still an- 
other 24 per cent increase between 
1960 and 1970. 


IMILAR projections on earnings 


and bank growth were equally | 


favorable. Accordingly, Eero Saarinen 
a nationally known architect and a 
friend of Mr. Miller’s, was called in to 
design. new quarters for the Irwin 
Union bank. 

- Thereafter, the months of building 
program study were followed by 
months of functional planning. This 
planning became a study of traffic flow 
to locate departments according to the 
number of customers served. The 
planning also included functional fur- 
niture designed by Mr. Saarinen. 

On open house day, with so» much 
careful preparation behind and the 
work of a noted architect to show for 
it, there was little question that the 
visitors were quite surprised at what 
they saw. 


Our new bank quarters are made up 


of a low, glass pavilion with domes, 
nine of them, in the roof, and with a 
larger brick office building behind the 
glass house. The domes were designed 
by Mr. Saarinen to make the exterior 
mass of architecture seem lighter and 
more graceful. On the inside the 
domes appear as huge, inverted 
saucers breaking the mass of ceiling 
into uneven heights and becoming an 
integral part of the lighting fixtures. 

The flooring in the main banking 
room is brick. The reason: To mini- 
mize the feeling on the part of any 
customer that he was making visible 
tracks. We felt that the public should 
feel as free to walk on the lobby floor 
as on a street or sidewalk. 

Our tellers’ counter is in a continu- 
ous line and was planned for flexibil- 
ity. By way of an innovation, any one 
of a series of plastic white hoods on 
top of the counter can be removed so 
that the number of tellers’ windows 
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You can’t go wrong on this guaranteed* 
desk set .. . with its giant ink fountain-base 
that automatically fills the pen and keeps it 
ready to write a full page or more when- 
ever you take it from its socket. 


> 30-DAY MONEY-BACK TRIAL OFFER 


Your regular dealer will be glad to 
let you try one of these fine Model 444, 


Self-Filling Desk Pens on your own desk 
for 30 days with the understanding you 
can return it for a full refund if you © 
don’t agree it’s the best you’ve ever used. 








MODEL 444 


CHOOSE THE RIGHT 
POINT FOR THE WAY 
YOU WRITE...BY NUMBER 


Z.. 
2556 
2550 
9314M . 
Carter’ ¥ 
(Also public counter use) 
9460 
9550 
2668 


® DESK 
PEN 
» SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 


COPYRIGHT 1955, THE ESTERBROOK PEN COMPANY 





can be increased or decreased as the 
need requires. The tellers’ area is 
equipped with a pneumatic tube sys- 
tem linking the area with the book- 
keeping department. Each teller works 
from a bus that is on wheels and 
easily positioned anywhere along the 
counter. 

In the center of the main banking 





LEADING 
INDEPENDENT 
AND CHAIN 
BANKS 


"Pl, STREAMLINED 
COIN CHANGER 


“The Lowest Priced Modern Changer” 





Over one quarter of the nation’s leading 
banks now using. More than 450 in use 
in one large Western bank chain. Sim- 
plifies change handling. Sturdy alumi- 
num, gray hammertone finish. Parts and 
workmanship guaranteed. 


A TRIAL WILL CONVINCE YOU. 
See your dealer or write factory 
for 15 day free trial. 

With roll-out base — $22.50 extra, 


plus tax. (Model 1107 with silver 
dollar key — $70, plus tax) 


































BRANDT AUTOMATIC 
FOR SALE ANC Shicrs 


MODEL 150 $277.50 each. SAVE $120.00 each. 
“Reconditioned and guaranteed like new. Other 
models from $165.00. 


RELIABLE EQUIPMENT CO. 


3630 N. Gale St. Indianapolis, Ind. 
Phone TEmpie 0015 




















“PHONE CONVERSATIONS 
OVERHEARD" 
“OFFICE QUIET—HOW IT 
BENEFITS YOU" 
“BETTER PHONE HEARING" 


These brochures free on request 
Based on 32 years experience 
Hush-A-Phone Corp. 

65 Madison Ave., Suite 777, N.Y.C. 16 








WHY PASS UP EXTRA COMMISSIONS? 


leading passbook manufacturer now has 


several territories open for aggressive 
men calling on banks to sell all types of 
passbooks and pocket check covers. Com 


mission basis 


WILLIAM EXLINE INC. 
ONTARIO BLDG. *« CLEVELAND 13, OHIO 












room there is a large, rectangular en- 
closure of wood paneling with a ceil- 
ing some distance lower than the lobby 
ceiling. Thé enclosure seems to be a 
large movable piece of furniture. How- 
ever, it is sufficiently large to house 
easily accessible files and cupboards, 
and three conference rooms. My desk 
stands just outside this area and near 
the open stairwell in the lobby center. 
The president’s desk is thus exposed 
and placed in a most strategic spot. 


N deference to the uncertainties of 

an atomic age, we decided to put 
the bank vault in the basement. This 
posed a problem as to how to make 
possible the delivery from the ground 
level to the lower level the night de- 
pository bags and envelopes, as well 
as large bags of silver, such as from 
vending machines of all kinds. 

The solution to this problem result- 
ed in another innovation after the 
owner of a local tool and machine com- 
pany, Mr. Frank Bauer, designed and 
built for us a special “endless belt” 
conveyor. The conveyor extends from 
a ground level opening through the 
basement walls into the bank’s vault. 
The conveyor’s machinery when set in 
motion carries a wide belt on revolv- 
ing cylinders. To the belt are attached 
metal cleats that hold coin bags or 
other packages as the belt passes 
downward and over a receiving plat- 
form in the basement, or in the re- 


| verse movement upward from the base- 


ment to the ground level. The cleats 
that are not used in a carrying posi- 
tion up or down are locked flush 
against the belt. 

In the basement also there is a mod- 





ern employees’ cafeteria and lounge 
which, through special design fea- 
tures, can be quickly cleared of tables 
and chairs and used for teaching a 
class or giving a lecture on banking 
subjects. 

In the overall picture, of course, our 
management policies on bank person- 
nel, services and customer relations 
are pointed toward growth, insofar as 
growth may be stimulated by encour- 
aging and assisting sound expansion, 
and at the same time seeing that our 
community’s finances are safe. 

In 1945 our deposits stood at $18 
million; at $21,108,685 in 1948; at 
$26,788,988 in 1950 and at $30 million 
in the spring of 1955. 

In the study made in 1953 on our 
building program, the application of 
several factors, including inflation, in- 
dicated that our deposits and loans 
would continue to grow. In the period 
1945-55, our loan volume rose from 
$1.6 million to $11 million. 

Earnings have been quite satisfac- 
tory and we attribute this fact very 
largely to the high production per offi- 
cer in every department and a very 
efficient, loyal, hard-working and co- 
operative staff. We are very cognizant, 
however, that in all of our several pro- 
grams we are only “scratching the sur- 
face” and have by no means “arrived.” 

In a final analysis, the new low, 
glass-walled structure of the Irwin 
Union Bank and Trust Company cre- 
ates an interesting break in the rhythm 
of the old, picturesque storefronts of 
Columbus, Indiana. And within our 
new quarters there are many breaks 
from the small-city banking practices 
of yeSterday. 


FRENCH BANKS AID RECOVERY 


CONTINUED FROM PAGE 40 

the Credit du Nord is at Lille, in north 
of France, long a rich manufacturing 
city, especially in engineering and 
textiles. This bank is more than 100 
years old and has spread throughout 
France, especially in Normandy, Bor- 
deaux and elsewhere. It has strong 
affiliated connections in Belgium, 
Great Britain and French Morocco. 
The new head office building in Lille 
recently completed by the Credit du 
Nord is a marvel of efficiency. 

Specialized banking organizations, 
mostly owned by the big French 
banks, finance the sale of agricultural 
and industrial machinery, houses, mo- 
tor vehicles, etc., on what in America 
would be called the installment plan. 
This credit financing also extends to 
such things as radios, refrigerators, 
furniture or other household goods, 


but the hire-purchase system is not 
developed and there is no installment 
selling of things like clothing, holidays 
and airplane trips, as in the United 
States and Britain. 

The important foreign banks of the 
world are well represented in Paris. 
American banks with Paris branches 
are the First National City Bank of 
New York, the Chase Manhattan 
Bank, the Guaranty Trust Company of 
New York, and Morgan & Co.; in addi- 
tion there is the American Express 
Company. Canada is represented by 
the Royal Bank of Canada and the 
Banque Canadienne Nationale. Brit- 
ish banks in Paris are Barclays Bank, 
the Bank of London & South America, 
the Westminster and Lloyds Bank. 
There are many others with branches 
or representatives in Paris. 

French bankers, and representatives 
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of foreign banks with branches in 
Pairs, are optimistic about the future 
prosperity of the French economy. 
They say the situation is so much bet- 
ter than it was at the end of the war, 
when chaos might have broken out 
but didn’t, that they cannot help but 
feel that France is on the right track. 
They know that many foreign well- 
wishers of France have been greatly 
disturbed by the fact that there have 
been 21 governments since the end of 
the war. The French regret this, but 
they point out two things. One is that 
all these Governments have been made 
up more or less of the same men, with 
only their portfolios being shifted 
around with each change, the actual 
work continuing to remain in the 
hands of the same department head 
personnel. They also say that if the 
country can make such steady prog- 
ress in spite of political uncertainties, 
then the underlying soundness of the 
economy must be very well based in- 
deed. The unbiased visitor to France 
is generally in agreement with this. 


SELLING 
BANK SERVICES 


CONTINUED FROM PAGE 35 


is not always possible to calculate this 
ratio as precisely as one would like to, 
we nevertheless feel that a remarkably 
low investment in our folders has re- 
turned exceedingly high dividends. 

Significantly, the initial costs of a 
promotional series of this nature can 
be amortized for the most part over a 
period of three or four years, perhaps 
longer. In our case, the cost per pam- 
phlet during the first year (25,000 of 
each of the series were printed) 
amounted to 1.2 cents. The mailing 
cost is negligible, since it is rarely 
that the slight weight of the folder 
would add another 3 cents to the mail- 
ing cost of the cancelled checks and 
statement of account. 

When you see men and women walk- 
ing into our real estate department, 
our auto loan department, and up to 
our savings windows, either with these 
folders in their hands or alluding to 
the folder as they introduce themselves 
to our staff members, you are im- 
pressed with what can be accomplished 
with one and one-fifth cents and a 
little ingenuity. 

We plan to continue using the series 
at least through 1956, with the same 
basic art work plus a minimum of 
necessary typographical changes. For 
example, the auto loan folder has re- 
quired a minor change to indicate a 
reduction in interest rates in 1955. 
Nevertheless, we believe the per pam- 
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YOUR PATRONS WANT 
POSTAGE STAMPS 


Thousands of banks all over the country 
are popularly, and profitably serving this 
demand through 


SCHERMACK 
STAMP STATIONS 


Dignified in design, these precision- 
built stamp stations are proving, in 
thousands of banks, the ever-grow- 
ing demand for stamps by patrons 
as an available requirement in 
modern banking public relations. 
Investigate! Ask any bank that 
owns one! They will tell you a 
Schermack Stamp Station is both a 
popular and a profitable investment. 


Write us regarding our FREE TRIAL plan 


SCHERMACK PRODUCTS CORPORATION 


a 1164 W. Baltimore Ave., Dept. BG, Detroit 2, Mich. 


























STEEL STORAGE ° 


STRAYER FILES 


with or without NYLON ROLLERS 





Prices 40 low they will astound you! 
These files can be made any size you specify—easy to stack in battery auto- 
matically—no extra parts. Enthusiastically recommended by bankers and used 


in thousands of banks everywhere. 
STRAYER COIN BAG CO., Inc.—NEW BRIGHTON, PA. 


Send for our catalogue 
COIN BAGS — BOXES — TRAYS — WRAPPERS — SORTERS — NOTE CASES 
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phlet cost will drop to just under one 
cent during this year and next. 

It is impossible, of course, to attrib- 
ute any particular banking volume 
to the statement folders, for they have 
been but one link in a many-sided 
advertising and promotional program. 
However, we are confident that the 
pamphlets played a significant sup- 
porting role in our 1954 progress, 


a year during which our savings ac- 





BANK SIGNS 
om oe 





Picture the name of your bank in enduring 
bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 


Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need . . . at 
most economical prices. 


Send for free illustrated catalog 


DESK NAMEPLATES 
2” x 10” one line of copy, $7.50 
2'/2" x 10” two lines of copy, $9.00 
on bronze easei—other styles available 











**Bronze Tablet Headquarters" 


UNITED STATES BRONZE SIGN CO., Inc. 
570 Broadway, Dept. BC, New York 12, N.Y. 














precision-made 
machine and 
hand posting 


passbooks 





SAMPLES AND PRICES ON REQUEST 


WILLIAM EXLINE INC. 
1270 ONTARIO STREET, CLEVELAND 13, OHIO 


REALTY INVESTMENTS 


565 FIFTH AVENUE + NEW YORK 17, N. Y. 
+ NE TN I 
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count deposits increased 12.6 per cent, 
real estate loans increased 10.2 per 
cent, and auto loan volume—despite an 
increase in interest rates—maintained 
the favorable level of the previous 
year. 

No one promotional device will ac- 
complish this vital task of acquainting 
every customer with a bank’s multi- 
ple services. In addition to folders and 
many other forms of advertising, we 
emphasize personal public relations by 
consistently encouraging our tellers to 
advise customers of further banking 


services. And, like many other banks, 


we feel we have put lobby displays to 
excellent use. 

But, on the basis of cost versus 
response, we feel that statement fold- 
ers have proved to be an exceptionally 
wise investment in future business 
and, perhaps more importantly, in 
good public relations for our bank and 
banking generally, by introducing 
more and more banking services to the 
public; services that once used, will 
become an essential part of the busi- 
ness life of our customers and that, 
in turn, they will introduce the serv- 
ices to their friends. 


JOB AND SALARY SURVEY 


CONTINUED FROM PAGE 41 
ures were used as a measuring stick in 
the City National study. 

The democratic plan of delegating 
responsibility for the survey to the 
bank’s own personnel is one evolved by 
Edward N. Hay and Associates, a na- 
tional firm of business consultants. 

Under direction of this firm, two 
employees of the bank, Ray Shiplett 
and Harry Black, were trained to in- 
terview staff members and prepare job 
descriptions. The object of each de- 
scription was to outline the job and 
its requirements, not to analyze the 
job-holder and his capabilities. 

No attempt was made to interview 
every bank employee, since this would 
mean considerable duplication. In- 
stead, analysis was limited to types of 
jobs—179 categories covering all non- 
officer personnel. 

Evaluation of the job descriptions 
was then assigned to a committee of 
seven, made up of officers and non- 
officers. This group, too, was trained 
for its duties by the Hay Associates. 

The method of evaluation followed 
a system which has been successfully 
used in some 65 similar job surveys in 
banks throughout the country. It is 


SAVINGS-LOAN 


CONTINUED FROM PAGE 37 
adopted methods for computing and 
posting dividends to savings accounts 
in one continuous operation on our 
equipment. We formerly had calculat- 
ing firms come in and do this work 
previous to the dividend period. A 
few days before the period, our own 
tellers now accomplish this work at 
the rate of some 250 computations 
and postings per hour per machine. 

The flexibility of the plan suggests 
many other ramifications. If desired, 


based on the use of two rather elabo- 
rate charts pin-pointing (a) the diffi- 
culty of each job, and (b) the respon- 
sibility involved. By developing a 
scattergram showing salaries vs. eval- 
uations, “red circle” jobs were easily 
spotted. These jobs, with salaries 
either above or below the standard 
boundaries, totaled less than 10 per 
cent, as previously noted. 

At present the only adjustments will 
be increases in salaries found to be too 
low. When the survey was begun, em- 
ployees were assured that the job 
study would result in no salary cuts or 
staff reductions. Therefore, the few 
jobs found to be “overpaid” are ex- 
pected to be handled in various ways—- 
possibly by transfers or by increasing 
job responsibilities. In some cases, ad- 
justments can be made during normal 
turnover of personnel. 

Management considers the job sur- 
vey only the first step in a continuing 
program. Department heads and em- 
ployees may request new job descrip- 
tions whenever they feel changes war- 
rant such a move, and merit increases 
will be studied by the bank’s personnel 
committee in connection with semi- 
annual salary reviews. 


ACCOUNTING 


the check number for a withdrawal 
may be shown on the customer’s 
ledger. In posting loan payments, the 
“date paid to” may be shown, as well 
as interest. Escrow or trust fund 
accounts may also be posted at the 
window, with separate accumulations 
of paid-in amounts and disbursements. 

Small wonder that we are highly 
pleased with the new plan. It has 
aroused wide interest, and we will be 
glad to answer any questions readers 
may have concerning the operation. 
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Boss of the biggest harvest! This 
McCormick No. 141 self-propelled 
Harvester Thresher is swift and effi- 
cient, operates with finger-tip ease, en- 
ables one man to do the work of many. 


A one-man work force that makes 


NEW BANKING OPPORTUNITIES 
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This mighty machine replaces a “young army” of man- 
power that is either no longer available or practical for 
harvesting on today’s progressive farms. Along with many 
other modern farm machines, it represents considerable 
capital investment. 


For the banker, the IH symbol often has a special mean- 
ing. The dealer who sells this great line of farm equipment 
can be a source of desirable new business for the bank. Are 
you acquainted with the IH dealer in your community? 





For farms of all sizes! McCormick No. 76 Harvester 
Thresher, for smaller operations, is fast, efficient and 
labor-saving, just like its “big brothers,” on the broad 
fields of large farms. 
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DESIGN 


automatically builds in... 


AND AUTOMATIC 


The ETTL touch of artistry springs Typical of ETTL masterpieces in 
from the hand of experience. planning for banks of moderate size 
Many, many banks of moderate size #5 the Adrian State Savings Bank, 
have been endowed with theadvantages Adrian, Michigan, embodying the 
of distinguished external and internal — ™0St modern advancements in design 
appearance . . . and efficient utiliza- and COMSIEWESION . « « including 
tion of floor space .. . through the automatic magic carpet doors. 

knowledge and skill offered by ETTL. We invite you to send the coupon below. 


THE ETTL COMPANY Bank Designers and Builders for 54 Years, 


1921 North 12th Street © Toledo 2, Ohio Detroit Sales Office: 1408 Broderick Tower 


THE ETTL COMPANY Name 
1921 N. 12th St., Toledo 2, Ohio 





Bank 





Without any obligation on our part please 
contact us further concerning your facilities. City 











